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MEAN CUSTOMER 


CLINTON ji 


GENERAL PURPOSE i is! oe SATISFACTION AND 
WELDED WIRE jiHete 


FABRIC fh 


REPEAT 


HARDWARE 
CLOTH 


JOB-ENGINEERED 


NAILS LOK-TwIsT® ft 


POULTRY renee 
NETTING 


MECHANIC’S ss ‘a GENERAL PURPOSE 
WIRE . 4 ee a STRAND 
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THE COLORADO FUEL AND IRON CORPORATION 


GOLD STRAND® 


Albuquerque - Amarillo + Billings - Boise - Butte - Casper - Denver ~- El Paso 
INSECT WIRE SCREENING Ft. Worth + Houston + Lincoln (Neb.) + Los Angeles - Oakland - Oklahoma City 
Phoenix + Portland + Pueblo + Salt Lake City - San Francisco + Seattle - Spokane 
Wichita - CANADIAN REPRESENTATIVES AT: Calgary - Edmonton - Vancouver 








Not a Lugury 
but a Necessity 


Rod Dew 


PAINT CONDITIONER; 


“Tube System’”’ Paints Absolutely Safe eT elgelalict-te| 
The new tube system makes a Red ed Dev EXCLUS | Re F t tione 


Cc 6. an 
< roth ilelal- Litenale ie} 


EXCLUSIVE, patented 


> NEW offset can clamp 
Devil No. 30 mixe 
m paints PERFECTLY 


gal. 

. 60 cycle, 

on: 1350 per min. 

: automatic, integral 

er—30 sec. to 15 min. 

Accessories Available: Ped- 

estal base, Pedestal base 

with feet, Counter base, 

Square can adapter, Four 
can adapter. 


Red Devil) NO. 33 
PAINT 
CONDITIONER 


‘omes with adapter for shaking 
OUR ONE GALLON CANS IN CARTON— 
speeds service—up to 4 times as fast. 


Capacity: Up to 5 gallons, U. S. Standard. 
Oscillation: Patented triple three-way action. 
Motor: 4% HP, 60 cycles, 100 volts AC (other 
currents and explosion proof motor available). 
Operating Space: 154.” x 39”. 

Standard Attachment: 2 gallon; odd size adaptors. 


Also Available: 
No. 31 Portable Paint Mixers 
3 models available to fit up to 5, 30 and 55 gallon drums. 








Call your jobber 
Union, N. J., U.S.A. TODAY! 


pols Since 1872. 








SARAN SCREEN CLOTH 


CHICOPEE MILLS, INC., Lumite Division, 47 Worth Street, New York 13, New York * Slightly higher West of the Rockies 
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“BOYCO- 


| 
i 


——— 


The strong, splinter-resistant ash handles of Black 
Beauty garden tools are preserved with long-lasting 
toughness by Boyco’s special grain-hardening process. 


== BOY.CO=@= 


Distinctive Boyco Black Beauties make the Western gardener stop and 
look! And once he grips the strong, smooth handles...sees the rust-resis- 
tant forged-steel blades...and tests the scientific balance of Boyco garden 
tools—he’s sold! So put BOYCO Black Beauties out in front where your 
customers will see them—and buy them ! 


See BOYCO’s big two-color ads in Sunset Magazine 
U.S. Steel BOYCO’s your high-profit line—order today from your local hardware jobber 


UNITED STATES STEEL PRODUCTS 


5100 SANTA FE AVENUE, LOS ANGELES, CALIFORNIA « 1849 OAK STREET, ALAMEDA, CALIFORNIA 
DIVISION 


a Se ae 5 TA € $ 2 3 a Gn 
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This Chico Cooler 


& 


isn’t heavy... 


The 1956 Chico Coronado is easy to carry, fast 
to move. High styled, a truly portable evapora- 
tive air cooler with oceans of cooling power. 
Here’s summer comfort within the means of 
everyone . . . a fast seller when hot weather 
strikes. Summer is coming soon... wire today 
for complete information and the name of your 
nearest distributor. 


CHICO AIR COOLERS 
525 Market Street + San Francisco 5, California 
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“The Trouble with...” Margins 


Years ago retail and wholesale merchants bought products at 
a certain cost and then added on enough to take care of the firm’s 
costs and profit. There was always enough competition to keep 
that added-on figure from getting out of line. 


As national advertising grew with publications, radio and now 
television, an advertised price became the rule with many manu- 
facturers. Pre-pricing the package at the manufacturing level 
followed the advertised price trend. The minute this happened, 
the wholesalers and retailers were no longer able to set a price 
based upon their conception of the difference between buy and 
sell. The result was that the margin that the merchants had to 
work on was no longer based upon the circumstances of their 
communities, but was set by the maker of the goods. 


There are fixed costs at both the wholesale and retail levels 
that are practically impossible for these merchants to change. 
Consequently, for years they have been selling the merchandise 
that allowed them enough margin to cover these fixed costs. Both 
retailers and wholesalers are constantly vigilant in defending 
what they consider just margins. 


There are many manufacturers today who even when reducing 
list price maintain that percentage of margin that they have 
always allowed the merchants. These manufacturers deserve to 
have the full cooperation of all retailers in making an effort 
TO REALLY SELL the merchandise . . . not just have it on the shelf 
waiting for someone to ask for it. 








Red Breas? 


Nationally Advertised ‘ arusins Dalmgng 

in > ; 

Sah y } E on o%. 2 
pos 

This top quality whisk has proven 


itself to be a consistent volume seller 
for dealers all over the country. 


HERE’S WHY... 


. » » Oxco’s Red Breast is 
the whisk of a 101 uses—in the 
home, car, workshop or office. 
It’s perfect for dusting off 
clothing and upholstery, 
cleaning out the car or brush- 
ing off the work-bench. 


6. . . Tough, long lasting 
Florida palmetto fibres are 
springy and resilient to flick 
dirt and dust away in a 
jiffy. Double stitching helps 
whisk keep its shape. 





&. . . Bright wire wrapped handle gives user a firm grip. 
Metal cap with hanging ring makes storage easy. 









FOR QUICK, EASY SALES—2 COLORFUL 
“e SELF-SERVICE DISPLAYS... & 


The Red Breast is available in either of 
2 space-saving counter displays — perfect for 
bid boosting impulse sales. Either makes brushes 
_ Sy easily accessible for customer self service. 





~~ DISPLAY RACK PACK—Onep 
dozen whisks plus 4-armed metal 
rack with top sign; all in one box. 

qrecurar PACK— One dozen 
whisks in colorfully printed set-up 
counter display box. 

MAKE THE RED BREAST YOUR STAR PROFIT MAKER. ORDER YOUR 

SUPPLY OF EITHER TYPE PACK FROM YOUR JOBBER TODAY. 








The Oxco Red Breast is only one 
of hundreds of quality Oxco brushes 
bearing the brand name recognized 
by customers everywhere. Stock the 


’ OX FIBRE BRUSH COMPANY, INC. 
complete line for greatest volume. 


ratoceicn LxletbGahed (FFF mati. and 
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OUR READERS WRITE 
... to the Editor 





Testimonial for Window Ideas 


Gentlemen: 

I have been attempting to carry 
out a program for advertising for 
S. O. Child Hardware Company of 
Selma, being one of the owners there- 
of, and I just ran across an article 
in your HARDWARE WorLD for Jan- 
uary, having to do with February 
merchandising and promotion. 

I want to express my gratitude for 
the promotional articles, displays, and 
ads. I think they are splendid, and 
I shall look forward to seeing more 
of them, I hope. 

Harold M. Child 
Attorney-At-Law 


Thanks from New Mexico Jobber 


Dear Sir: 

We would like to take this time to 
thank you and your organization for 
the article published in the February 
issue of HARDWARE WORLD. 

We have had a lot of compliments 
on this article, as well as quite a few 
corresponding letters from other 
manufacturers. 

Lee Hendricks 

Charles Iifeld Company 

Albuquerque, N. M. 
Selma, California 


Seeking Statistics on Industry 


Dear Sir: 

I am making a study of the whole- 
saling and retailing of hardware and 
in compiling information on _ this 
study I have found that you are con- 
sidered one of the authorities in this 
field. I would greatly appreciate any 
information that you can supply or in- 
formation that you can give me as to 
where to obtain statistics on all 
phases of this business. 

I would appreciate hearing from 
you on this matter. 

R. C. Miller 
8955 Mango 
Fontana, Calif. 


Interested in New Fixtures 


Gentlemen: 

I enjoy reading your publication 
and would appreciate any information 
on store fixtures that you may have. 

Barry Mandel 
Chandler Lumber Co. 
Van Nuys, Calif. 
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MOULI SPRING BONUS 





PACKAGE DEAL! * 





Here are the MOULI eae 
Money Makers in the 2 NATIONALLY MOULI 
SPRING BONUS FAST-SELLING PRODUCTS 
PACKAGE DEAL! TOTAL RETAIL PRICE $32.92 

15 moutt YOUR BONUS COST 17.95 


ROTARY GRATERS 


Grates anything from soup to 








YOUR PROFIT $14.97 


AN 89% MARK-UP 


*Expires May 31st 1956 








4 MOUL! MINCERS 
“g ia td acai ve MOULI products are fast selling. MOULIS are 
DEMONSTRATED on TELEVISION from COAST-TO- 

COAST everyday. Millions of MOULIS are sold every 








year. 

Retail Total 

Each Retail 

3 MOULI 12 MOULI GRATERS $1.00 $12.00 
JULIENNE SHREDDERS 4 MOULI MINCERS 1.00 4.00 
With Four Assorted Rust-Proof 3 MOULI JULIENNE SHREDDERS 2.98 8.94 
Cutting Discs. 1 MOULI SALAD MAKER 4.98 4.98 
3 MOULI GRATERS (FREE GOODS) _—‘1.00 3.00. 

23 TOTAL RETAIL $32.92 





TEAR OFF AND CLIP TO YOUR i 
“WANT” BOOK NOW TO REMIND 
YOUR JOBBER’S SALESMAN 


70 GET YOU THE MOULI otf 
BONUS PACKAGE DEAL! | 












1 MOULI KING SIZE 


SALAD MAKER 
With five discs. Slices, chops, 
shreds, grates. 


















91 BROADWAY, JERSEY CITY 6, N. J. 
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SEINE TWINES 


YOU CAN PUT YOUR “Same Raa 


STAGING 


CONFIDENCE INTHE ji EXiaell 


CLOTHES LINES 

MASON LINES 

FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 

WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 

CHALK LINES 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 







































FROM CONVENIENTLY 
LOCATED WAREHOUSES 














He YAN NUYS, 
CALIFORNIA 


DALLAS, 
TEXAS 





vl 
7" ORDERS OF $50.00 OR MORE, FREIGHT 
PREPAID. Orders of less than $20.00 f.o.b. Mill, 
Lawndale, N. C., Van Nuys, Calif., Marietta, Min- 
nesota, Dallas, Texas, or Waynetown, Ind. Orders , - ‘ : . 
of $20.00 to $50.00, freight Xllowed to $1.00 per Write For Size Cards And Price List. : 
cwt. Freight prepaid does not include extra charges 
incurred outside carrier's regular zone of delivery. 


LAWNDALE, NORTH CAROLINA 
Cleveland Mills Company 7861 Sepulveda Blvd. Marietta 3104 Gaston Ave. 


Van Nuys, California Minnesota Dallas 26, Texas 











ESTABLISHED IN 1873 


Waynetown, Indiana 
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shown here: 


ROTOR MASTER® Twenty 
Model 310R, 20” cut. 


Also made in a 
self-propelled, 
Model 320R 
















Worcester 21° SHEAR MASTER® 
Model 900R 


Fully enclosed chain drive. Grass guards. 
“Sta-Temp” hardened blades. Sealed 
Timken bearings. Adjustable han- 

dle. Easy cutting-height adjust- 
ments. Reel blades double- 
riveted to cutter heads for 
extra strength. Fingertip 
clutch and speed controls. 
Powered with 4-cycle Briggs & 
Stratton engine. Also available 
in 18” Model 750R. 





FIVE ROTARIES: Model 320R (20 2% hp self- 
propelled); Model 310R (20’ 234 hp); Model 380 


Model 830E (18” electric, 3450 rpm, UL listed). 


YOU CAN PLEASE EVERY CUSTOMER WITH A WOR 


TWO REEL TYPES: Model 90OR (21” 1.6 
| hp); and Model 750R 18” 

(18” 2-cycle 1%4 hp); Model 300R (18 1.6 hp); and = (Rope starters optional at slight saving 
; on Models 310, 300, 900, 750). 





~\ 
Worcester 18° ROTOR MASTER® Eighteen 
Modei 300R 


Lott Porous-bronze permanently lubricated wheel 
bath bearings. “Sta-Temp” hardened blade. Ad- 
justable handle. Side ejection of clippings. 

Mulcher included, no extra cost. 5 cut- 
ting heights. Lightweight 4-cycle 
Briggs & Stratton engine, 1.6 hp. 
Other mowers in this series in- 

clude Model 380, low-priced 

18” rotary with 2-cycle Clin- 

S ton engine, 1% hp; and Model 
830E, 18” electric, Y% hp, 

3450 rpm motor, UL listed. 









SEVEN HAND MOWERS: Model 600 
(16” & 18); Model 550 (16” & 
18”); Model 450 (16); and Model 
350 (14” & 16”). 


TWO LAWN SWEEPERS: Model 250 “Sweep Master” (24” & 30” widths). 
: For Details Circle 9 on INQUIRY CARD 
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COMPLETE 
and 
COMPETITIVE 


Sell the complete line of Martinware 
Tapered Garbage Cans and Garbage 
Pails. Seven sizes include a new 30 
gallon can. Made in two finishes: 
(1) Hot-dipped extra heavy zinc 
coating after fabrication insures 
maximum rust-and-leak-proofing 
(2) Tite-coat galvanized sheets—at- 
tractive, economical, durable. 





Order MARTINWARE from these wholesalers 












Gees Bedwe. CO... cc cccccccccccesseceseeseereeseeseeercnss Billings, Mont. 
Drake Hdwe. Co... cccsccccccccvcccessccccsesevesesscccocs Burlington, lowa 
Dunham, Carrigan & Hayden Co... ...cceceecccccccceceeees San Francisco, Calif. 
Pee crn, Kick @ Co. os cccnhscctseanewros snares ss cake St. Paul, Minn. 
hn asin an cece se C0dbehas 6 CUACREESNEOEUEEES dene iren Denver, Colo. 
EE Os GO.ecsoncev tones ckdenegess pecvbes caves Minneapolis, Minn. 
JaMeeR- BYTE Cie cccccccccccccccccccseccccesesoesccccsesses Spokane, Wash. 
EE EM nee cc dceccccesvcccsssesbevertcotsvetesecos Des Moines, lowa 
PO Mess baud Goce kbar ccescasersoreionceutss pe senemecn Portland, Ore. 
GR FOUN UR. GO o's cccincvanscbecsesccesscesensisvenn Milwaukee, Wis. 
Rogers & Galawin Mawe. Coss cc cccicivicccevcvcesccasevvecsvess Springfield, Mo. 
SOU PIOWG. Civics céccvcvesccdesveckéeccaséoe eeabdebeteene Seattle, Wash. 
Strevell-Paterson Hdwe. Co.......ccccccccccccscscesseseses Salt Lake City, Utah 
Townleg Piet MEW. Co.eccvcccccvcccceccsccsdssetevesecs Kansas City, Mo. 
eles Fw, el Co.cc ccccccnscccdvenevsissedesaeeese Los Angeles, Calif. 
Horne Wolleey Tit we.. Ceo. c'6i0 soc Kv acne cic ces peededstedeveccestoeed Peoria, Ill. 






Wright G& Wihraley Co... ccccccccccveseccesscccscesccceseccccs Omaha, Neb. 












The BIG RED LABEL Martinware line 
gives independent dealers quality 
merchandise at competitive prices ——————— a 


for highest profits. Martinware is iN > yy 


sold only by independent dealers. 
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GENERAL METALWARE COMPANY | 
Minneapolis 13, Minnesota 
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Low Price Flat Varnish brushes for quick 
sales. 6 doz. assorted 1”, 114” and 2”. 





cme Mork => 











t 

56-D 
Popular Tynex Nylon ‘\ Varnish Brushes. 

3 doz. assorted 114”, 2”, 2144” and 3”. 


Hand Wire Scratch... 
wire brushes with shoe handle grip. 


2 dozen sturdy 














Pure Bristle . . . popular Wall brushes move 
fast! 2 doz. assorted 3”, 314” and 4”. 








Pure Bristle, medium grade Wall 
Brushes. 1 doz. assorted 3”, 314” and 4”. 








56-SS-4 


Perfect applicator for Bondex® .. . 
1 doz. fast selling coating brushes. 














BRUSHES 
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9 10 Lode 
Give You 40% Profit 


me aes SEY y Sem 


A Merch Brush | A Merch Brush 








Choice of two assortments: 56-E, Tynex Nylon—56-F, Pure Bristles. 
Sturdy wire rack displays 3-1/12 doz. 1” to 4” brushes, each Saran 
Wrapped on individual card with full instructions on use and care. 


EIGHT COLORFUL ASSORTMENTS 


Each in Free Modern Sales Booster Display 


e Recognized Line e Quality Brushes 
e Rapid Sellers e Satisfied Trade 


Eight different assortments for your selection. Each display a credit to 
your store. All highlighted with a sales story that makes instant sales with 
shoppers. Remember, Morck Brush Displays Pay You 40% Profit. 


56-E & 56-F 


Ask Your Distributor To Show You Full Line Of Assortments 


UWoreh Brush Division 


25th STREET AND POTRERO AVENUE 
SAN FRANCISCO 10, 


CALIFORNIA 


GLASS - CHEMICALS - 






PAINTS - PLASTICS 


Piet t GLASS COMPANY 
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Merchandise Now In The News 























MATCHING CHESTS AND JUGS 
are available in Hemp’s new line. 
Chests are heavily insulated to hold 
cold for several days, and feature new 
luggage-type latch for tight closing 
and easy release. Jugs retain their 
modern styling, 2-piece construction 
and smart two-tone enamel finish. 
Firm has complete Marine line of 
Little Brown Jugs in stainless steel. 
—Hemp and Company, Inc. 
For Details Circle 131 on INQUIRY CARD 


EXTRA LARGE CAPACITY of Wear- 
Ever’s new outdoor Chef coffee-maker 
makes it ideal fer use on family pic- 
nics, hunting and fishing trips, and 
for all outside meals. It will perk up 
to 16 cups of coffee on outside grill, 
or when used as a server will hold 20 
cups. Fittings in glowing copper color 
are tarnish-proof.— The Aluminum 
Cooking Utensil Co., Inc. 
For Details Circle 133 on INQUIRY CARD 





BATH SCALE WITH LIGHT-UP 
DIAL makes it much easier to read 
exact weight. Light which comes on 
automatically when scale is stepped 
on, is furnished by replaceable flash- 
light bulb and battery. Other features 
include powerful magnifying lens, no- 
mar plastic feet to protect floors, and 
wide choice of colors.—Brearley Com- 
pany. 
For Details Circle 132 on INQUIRY CARD 
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HEAVY DUTY NATCO STAIR 
TREADS have extra strength on the 
nosing where it is most needed. Made 
of B. F. Goodrich Koroseal, treads of- 
fer greater resistance to fats, acids, 
oils and caustics. Treads have saw- 
tooth pattern for safety. Available in 
Charcoal black and Cocoa brown, and 
in any size up to 72” in length— 
Natco Products Corp. 
For Details Circle 134 on INQUIRY CARD 


STORY BOOK CHARACTERS are 
featured on knobs which are of steel 
construction and priced to retail at 
45¢ each. For either furniture or 
built-ins, knobs add spots of color to 
homes, schools, or stores. Each knob 
is 24%,” in diameter, and colors are 
durable and washable. Individually 
packaged.—American Cabinet Hard- 
ware Corp. 
For Details Circle 135 on INQUIRY CARD 





REDESIGNED AND RESTYLED 
1956 line of Parker lawn sweepers in- 
cludes more deluxe features on the 
lower priced models, and easier and 
more efficient to use equipment in the 
higher priced models. Lower-priced 
Parkerettes now have a one-side brush 
adjustment, center hood adjustment 
and basket support spring.—Parker 
Sweeper Co. 
For Details Circle 136 on INQUIRY CARD 
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For additional information 
on any item shown on these 








pages, please circle number 
on the Reader Service Card, 








facing Page 101 in this issue 





PLUMBER’S WICKING IN  DIS- 
PENSING TUBES puts an end to 
working with tangled, dirty material. 
Each dispensing tube contains a 450- 
foot spool of medium wicking for 
wrapping any threaded pipe joint and 
for packing universal and slip joints. 
Packaged one dozen 450-foot spools in 
colorful counter display.—King Cotton 
Cordage. 
For Details Circle 137 on INQUIRY CARD 





GIFT PACKAGED SET of Doo-Klip 
Yardmaster lawn tools contains a DK- 
202 Super Grass Shear; DK-505 Hedge 
Shear and DK-404 Pruner. Set is 
packaged three units to a shipping 
carton, and is priced to retail for 
$9.90. The red, yellow and blue carton 
is suited for display use.—The Lewis 
Engineering & Mfg. Co. 
For Details Circle 138 on INQUIRY CARD 
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TARNISH PROOF bathroom fixtures 
and cabinet hardware retain gleaming 
beauty without polishing. Impervious 
to salt, alkali, perspiration, and other 
contact conditions. Representing the 
latest in vacuum metallization, unit’s 
great strength and lasting beauty 
with a low retail price. Items indi- 
vidually packaged.—Mirra-Cote, Inc. 
For Details Circle 139 on INQUIRY CARD 





COLORED Mirro drink mixers are of- 
fered in three color combinations with 
color fused into aluminum so it won’t 
chip or peel. One is in Suede-Tone 
Gold Alumilite, the second has bur- 
gundy body and cap and silver cover, 
and third has gold cap, black cover 
and silver body.— Aluminum Goods 
Manufacturing Co. 
For Details Circle 140 on INQUIRY CARD 





SPORTING A NEW LOOK, Air-Lite 
Chair Webbing now comes in a hand- 
some herringbone weave. Also offered 
in 24% yard width this year. Available 
in maize, green, ivory and red, fabric 
is fade-resistant, stain resistant, and 
washes with soap and water.—Plastic 
Woven Products, Inc. 
For Details Circle 141 on INQUIRY CARD 





SIX DESIGNS OF PROVEN POPU- 
LARITY highlight Corning’s 1956 
line of beverage ware. Available in 
bulk packing and in sets. Sets consist 
of 80-ounce ice lip jug and six match- 
ing 12-ounce shell tumblers.—Corning 
Glass Works. 
For Details Circle 142 on INQUIRY CARD 





FITS BOTH WOOD AND METAL 
CASEMENTS, the Universal window 
roto-operator lets jobbers and retailers 
meet all demands with smaller stock. 
Units have Safety-Lock feature which 
prevents forcing casement open from 
outside. Can only be opened by handle 
controls inside. — Thomson Hardware 
Co. 
For Details Circle 143 on INQUIRY CARD 
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Merchandise Now In The News 








MATCHING CHESTS AND JUGS 
are available in Hemp’s new line. 
Chests are heavily insulated to hold 
cold for several days, and feature new 
luggage-type latch for tight closing 
and easy release. Jugs retain their 
modern styling, 2-piece construction 
and smart two-tone enamel finish. 
Firm has complete Marine line of 
Little Brown Jugs in stainless steel. 
—Hemp and Company, Inc. 
For Details Circle 131 on INQUIRY CARD 


BATH SCALE WITH LIGHT-UP 
DIAL makes it much easier to read 
exact weight. Light which comes on 
automatically when scale is stepped 
on, is furnished by replaceable flash- 
light bulb and battery. Other features 
include powerful magnifying lens, no- 
mar plastic feet to protect floors, and 
wide choice of colors.—Brearley Com- 
pany. 
For Details Circle 132 on INQUIRY CARD 
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EXTRA LARGE CAPACITY of Wear- 
Ever’s new outdoor Chef coffee-maker 
makes it ideal for use on family pic- 
nics, hunting and fishing trips, and 
for all outside meals. It will perk up 
to 16 cups of coffee on outside grill, 
or when used as a server will hold 20 
cups. Fittings in glowing copper color 
are tarnish-proof.— The Aluminum 
Cooking Utensil Co., Inc. 
For Details Circle 133 on INQUIRY CARD 


HEAVY DUTY NATCO STAIR 
TREADS have extra strength on the 
nosing where it is most needed. Made 
of B. F. Goodrich Koroseal, treads of- 
fer greater resistance to fats, acids, 
oils and caustics. Treads have saw- 
tooth pattern for safety. Available in 
Charcoal black and Cocoa brown, and 
in any size up to 72” in length— 
Natco Products Corp. 
For Details Circle 134 on INQUIRY CARD 








STORY BOOK CHARACTERS are 
featured on knobs which are of steel 
construction and priced to retail at 
45¢ each. For either furniture or 
built-ins, knobs add spots of color to 
homes, schools, or stores. Each knob 
is 24.” in diameter, and colors are 
durable and washable. Individually 
packaged.—_American Cabinet Hard- 
ware Corp. 
For Details Circle 135 on INQUIRY CARD 


REDESIGNED AND RESTYLED 
1956 line of Parker lawn sweepers in- 
cludes more deluxe features on the 
lower priced models, and easier and 
more efficient to use equipment in the 
higher priced models. Lower-priced 
Parkerettes now have a one-side brush 
adjustment, center hood adjustment 
and basket support spring.—Parker 
Sweeper Co. 
For Details Circle 136 on INQUIRY CARD 
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PLUMBER’S WICKING IN DIS- 
PENSING TUBES puts an end to 
working with tangled, dirty material. 
Each dispensing tube contains a 450- 
foot spool of medium wicking for 
wrapping any threaded pipe joint and 
for packing universal and slip joints. 
Packaged one dozen 450-foot spools in 
colorful counter display.—King Cotton 
Cordage. 
For Details Circle 137 on INQUIRY CARD 





TARNISH PROOF bathroom fixtures 
and cabinet hardware retain gleaming 
beauty without polishing. Impervious 
to salt, alkali, perspiration, and other 
contact conditions. Representing the 
latest in vacuum metallization, unit’s 
great strength and lasting beauty 
with a low retail price. Items indi- 
vidually packaged.-—Mirra-Cote, Inc. 
For Details Circle 139 on INQUIRY CARD 





GIFT PACKAGED SET of Doo-Klip 
Yardmaster lawn tools contains a DK- 
202 Super Grass Shear; DK-505 Hedge 
Shear and DK-404 Pruner. Set is 
packaged three units to a shipping 
carton, and is priced to retail for 
$9.90. The red, yellow and blue carton 
is suited for display use.—The Lewis 
Engineering & Mfg. Co. 
For Details Circle 138 on INQUIRY CARD 
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COLORED Mirro drink mixers are of- 
fered in three color combinations with 
color fused into aluminum so it won’t 
chip or peel. One is in Suede-Tone 
Gold Alumilite, the second has bur- 
gundy body and cap and silver cover, 
and third has gold cap, black cover 
and silver body.— Aluminum Goods 
Manufacturing Co. 
For Details Circle 140 on INQUIRY CARD 





SPORTING A NEW LOOK, Air-Lite 
Chair Webbing now comes in a hand- 
some herringbone weave. Also offered 
in 24%, yard width this year. Available 
in maize, green, ivory and red, fabric 
is fade-resistant, stain resistant, and 
washes with soap and water.—Plastic 
Woven Products, Inc. 
For Details Circle 141 on INQUIRY CARD 





SIX DESIGNS OF PROVEN POPU- 
LARITY highlight Corning’s 1956 
line of beverage ware. Available in 
bulk packing and in sets. Sets consist 
of 80-ounce ice lip jug and six match- 
ing 12-ounce shell tumblers.—Corning 
Glass Works. 
For Details Circle 142 on INQUIRY CARD 





FITS BOTH WOOD AND METAL 
CASEMENTS, the Universal window 
roto-operator lets jobbers and retailers 
meet all demands with smaller stock. 
Units have Safety-Lock feature which 
prevents forcing casement open from 
outside. Can only be opened by handle 
controls inside. — Thomson Hardware 
Co. 
For Details Circle 143 on INQUIRY CARD 


13 








~EeV aaa Hardware 








New Flex-Omatic Cabinet 
Hardware Department 


Here’s a versatile, new program sure to 
increase sales for any hardware store. 


It’s got eye-catching, modular displays 
... compact, self-service trays... pre- 
printed, color-coded ticket strips. And it 
presents them all in just a few feet of space 
— on your wall, pegboards or NRHA fix- 
tures, islands or special displays! 

You can choose from two to all eight of 
Stanley’s fast moving styles. Set them up 
to fit your store’s layout. 


Stanley will provide frames, 
displays, how-to instructions, 
promotional material, Sunset 
and national advertising. You 
owe it to yourself to investigate 
this new, excitingly different, 
Flex-Omatic Merchandising 
Program. 








‘ 


ek ee SO 
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Send for free literature and price 
lists today. See how Flex-Omatic 
can serve you! Write Stanley 
Cabinet Hardwore, 434 Lake 
Street, New Britain, Conn. 


STANLEY 





For Details Circle 12 on INQUIRY CARD 
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CABINET HARDWARE in National’s 
Decorator line is offered in an assort- 
ment consisting of 1 dozen pair each 
of 10 select items including pulls, 
knobs, backplates and hinges. Fin- 
ished in striking Dead Black and 
gleaming brass combinations, line is 
ideal for use with both natural and 
painted surfaces in any room.—Na- 
tional Lock Company. 
For Details Circle 144 on INQUIRY CARD 





PORTABLE AIR COOLER that 
weighs just 14 pounds is of all-alumi- 
num construction, and features con- 
temporary styling with mahogany 
wood-grain finish. Rustproof, leak- 
proof and rattleproof, cooler can be 
easily carried from room to room or 
taken on trips. Unit has 1/25 h.p. 
motor and 3%, gallon water reservoir. 
—Portable Air Cooler and Heater, Inc. 
For Details Circle 145 on INQUIRY CARD 


IMPROVED 
GARDEN IN- 
SECTICIDE 
Flower Bomb for 
use on roses, 
dahlias, azaleas, 
and other orna- 
mentals is offered 
in a_ king - sized 
aerosol container, 
to retail for $1.59. 
—- Boyle-Midway, 
Inc. 


For Details Circle 146 
on INQUIRY CARD 
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IMPROVED —to Help Your Sales! 





ACCO 


products 





ACCO’s 


CHAIN SALES-MAKER 


e The popular ACCO CHAIN SALES-MAKER—the con- 
venient display stand that has given a big boost to chain 
sales in hardware stores everywhere—has now been im- 
proved by the addition of a handy, quick-action cutting 
bar. This makes it easy to snip off just the amount of 
chain your customer wants. It saves time and steps on 
every sale. 

This sturdy, attractive ACCO CHAIN SALES-MAKER 
permits you to display a wide assortment of chains in 
very little floor space. It puts your chain stock out where 
your customers can see it—feel it—buy it! Get your 
Sales-Maker and watch your chain sales rise. Shipped 
complete with your choice of chain assortments; chain 
comes on reels, as shown at right. 


SOF RTMENT NO. 38 (7 REELS) 


175 Ft. 2/0 Teli Chein, Bright Zinc Plated 
125 Ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 
75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 
200 Ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


"ASSORTMENT NO. 42 (7 REELS) 


175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 

75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
125 Ft. 2/0 Straight Link Elwel Coil Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 
220 Ft. 16 Single Steel Jack Chain, Bright Zinc Plated 


be _ ASSORTMENT NO. 43 (7 REELS) 


175 Ft. 
200 Ft. 

75 Ft. 
150 Ft. 
100 Ft. 
200 Ft. 
220 Ft. 





2/0 ‘teao Chain, Bright Zinc Plated 

3 Tenso Chain, Bright Zinc Plated 

2/0 Twist Machine Chain, Bright Zinc Plated 
2/0 Passing Link Chain, Bright Zinc Plated 

35 Sash Chain, Bright Zinc Plated 

1/0 Brass Safety Chain, Bright Finish 

16 Single Steel Jack Chain, Bright Zinc Plated 


Order from your Distributor 


co 





DEALERS: 


If you now have an ACCO Chain Sales-Maker 


American Chain Division 


AMERICAN CHAIN & CABLE 


\ 
















AMERICAN | 
> CHAIN | 





| \; 
{ 
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Better 





of the type shown, order a Chain Cutter 
from your Distributor. Clamps on easily 
—no holes to drill. 


TRADE 
(NOTE: Do not use Chain Cutter to cut case-hardened chain) - 
For Details Circle 13 on INQUIRY CARD 
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tYork, Pa., *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
*Portland, Ore., *San Francisco, Bridgeport, Conn. 
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, “OUTS IN GIFT SET 


Xclusive by Everedy—four shallow 
er pans in glistening chrome with 
p-cool handles. Ideal for serving main 
or snacks. Fine for frying, too. 

iful for decorating kitchen walls. 
of 4 in box. 













no. 1933 5-PIECE 
ay BARBECUE TOOL SET 


Five stunning, rugged tools that’ll 
really build sales. Includes Serving 
Spoon, Two-Tine Fork, Basting 
Brush, Slotted Turner and Hot Dog 
Fork—all in sparkling chrome with 
rustic handles. Tools packaged in 
three Gift-Display Sets — 3-piece, 
4-piece and 5-piece (illus.). 


no. 1980 BARBECUE 
TOOL ASSORTMENT 


pu can count on this item to really bring in 
sales. Attractive counter display moves 
idual tools in volume with only barest 
stion needed to make the sale. 36-piece 
ent gives customers their choice of 
mt tools—Spoons, Turners, Basting 
wo-Tine Forks, Hot-Dog Forks, 
i Fire Rakes. 





vow for BIC SPRING PROFITS! 


write direct for catalog sheets and price list. 


AVT-T4°) 


. ie \ THE EVEREDY CO. FREDERICK, MD. 





THREE MORE UNITS for use with 
|Toro’s Power Handle are now avail- 
able. They are: a stand-by generator, 
pump, and a lawn sprayer. The Power 





Handle, the basic source of supply, 
disconnects from one component in 
|about 20 seconds for attachment to 
| another unit. Five other units, intro- 
| duced last summer, are also available 
| for use with the single power source. 
|—Toro Manufacturing Corporation. 

For Details Circle 147 on INQUIRY CARD 





FOLDING LAWN CHAIR with real 
| sales appeal has frame of gleaming 
|aluminum and backrest and seat of 
Saran. Deep and wide, chair is easy 
to get in... easy to get out of, and 
folds with but a gentle lift. Saran 
| colors in plaid, red, green and yellow. 
| Specialty Products, Inc. 

For Details Circle 148 on INQUIRY CARD 
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FIRE EXTIN- 
GUISHER with 
instant action 
produces heavy 
spray over 10 
feet long. Aero- 
sol type spray 
puts out all kinds 
of fires, including 
oil, grease, elec- 
trical, rubbish, 
etc. — The Lenk 
Mfg. Co. 


For Details Circle 149 
on INQUIRY CARD 
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is 1 
cuT = 
THREAD 


penn ad BOLTS 


ROLLED 
THREAD 


CARRIAGE BOLTS 


Bs 


FINISHED | 


if BETTER | BUY NATIONAL ] 


} A 










“NAT” STANDS OUT 


for one-source buying 


Want to reduce your fastener handling and ordering problems? 
Switch to one-source buying. National stands out as your most logical single source 
because: 1. It’s the complete line. 2. Packaging is uniform, colorful, with buy appeal. 
3. Color-coded labeling makes stock handling easier. 4. Quality is unsurpassed, 
assures constant customer satisfaction. 
Standardize on National and eliminate costly prob- 
lems of multiple-source buying and handling. Sell 
National, and you'll be selling the complete quality 


® EM dg line—the one that stands out. 
ational, W 
/ sree Ask Your Distributor... He Knows 













Gap ie r NATIONAL SCREW & MFG. CO. OF CAL. 





if PLP | y 3423 So. Garfield Ave., Los Angeles 22, Cal. 
4 vv a YW cuams Div. of The National Screw & Mfg. Company, Cleveland 4, Ohio 
HOISTS iS) = | ¢ 


For Details Circle 15 on INQUIRY CARD 
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ea _ THE EVEREDY CO. ¢ FREDERICK, MD. 


A SLIDING DOOR SET 


that comes in one package 


WITH THESE ADVANTAGES TO YOU: 


@ easy to stock and handle 
e reduces “boxing’’ problems 
@ eliminates the possibility of missing parts 





The Coburn #5916 Door Set comes complete in 

one package (without track) containing two hangers 
with bolts, three brackets, two end inserts and 

three lag screws. It can handle doors up to three 
hundred lbs. with thicknesses to 134 inches. 


If you have standard track lengths in stock, you’ll 
be able to meet all demands for lighter, sliding door 
hardware with this conveniently packaged, 
easy-to-sell Coburn Hardware Door Set. 


For additional information, write to Coburn Sales 
and Engineering, 56 Sterling Street, Clinton, Mass. 


COBURN PRODUCTS 

















For Details Circle 16 on INQUIRY CARD 
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NEW PRODUCTS 








RIDING LAWN TRACTOR designed 
to put more leisure into leisure hours 
has variable forward speeds and a 
reverse, in addition to handlebar type 
steering, a foot brake, and floating 
front-end suspension for more uni- 
form cutting when used as a mower, 
and easier riding at other times. Unit 
is balanced to cut on 30% grade.— 
Quick Manufacturing, Inc. 
For Details Circle 150 on INQUIRY CARD 














HOOD OF MANY USES has built- 
in rack to hang cookware, fireplace 
equipment, barbecue or kitchen uten- 
sils. Available in choice of copper, 
chrome or brass finish, hood can be 
used to beautify kitchen, fireplace, 
barbecues, and problem walls. Simple 
to install, unit has permanent baked 
lacquer finish. Size is 30”x8'/,”x81” 
—Copper Brite, Inc. 
For Details Circle 151 on INQUIRY CARD 


CORE-VENT 
DRILLS in 29 
hole sizes, from 
4%” through 6”. 
are now offered 
with a free sharp- 
ening service. 
Customer just 
sends drill to 
manufacturer and 
they sharpen and 
return with ship- 
ping charges 
paid.—Super Tool 
Co. 


For Details Circle 152 
on INQUIRY CARD 
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Easier to cut 


This is Mr. Albert Ingram of the Modern 
Home Supply Co. in San Francisco. In the 
famous ‘‘blindfold test’, he ran cuts on 
four well-known (but unidentified) brands 
of single-strength window glass. Without 
hesitation he picked the brand marked 
“C” as easiest to cut. Brand “‘C”’ was 
L-O-F. 28 out of 30 dealers did the same 
picked L:O-F! 


Easver TO SELL 


This L-O-F label identifies quality glass 
wherever it is seen. People know this label 
itis appearing 216 million times in 1956 ad- 
vertising alone! And every time it appears 
it adds to the already strong preference for 
L:O-F glass. This preference means faster, 
easier sales for you. 


TO MERCHANDISE 


This 8!” x 11”, 16-page booklet contains 
some excellent “Show to’? merchandising 
helps for you. Also, complete plans on how 
to build display and storage racks that 
will boost your window glass sales. For 
your free copy, order WG-20 now from 
your Libbey’Owens:Ford Distributor (list- 
ed under “Glass” in the yellow pages of 
phone books). Or write to Dept. 6946, 
Libbey‘Owens’Ford Glass Company, 608 
Madison Ave., Toledo 3, Ohio. 





For Details Circle 17 on INQUIRY CARD 
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PoWER-til sentllin ri sollte: Eckpse’ 


ACTUALLY 10 GOOD REASONS...BUT ONE VERY 
IMPORTANT ADVANTAGE — IT’S A COMPLETE LINE 





One of the many ways Eclipse works to protect your mower profits is to 
provide you with a wide assortment of mowers: 12 reel, rotary and sickle bar 
power mowers in sizes from 17” to 36” and 9 hand models, too. It’s a single 
convenient source of supply with less clerical and handling expense. And, of 
i course, there are other important factors in making Eclipse most profitable: 
New low-priced price maintenance ...a name that means quality ... excellent discounts... 
reel type mower years-ahead features . . . practical sales aids . . . good service facilities . . . con- 
18” Bel-Mar .. . built venient warehouses... iron-clad guarantee. And never underestimate the 


to give big value and importance of being able to get repair parts for every Eclipse mower ever made! 
sell at truly competitive 


price. 
Convenient Eclipse Distributors: 

ALSO... ARIZONA San Diego, McBride Distributing MONTANA 

HAND MOWERS 7° Phoenix, Malico Hardware Distributors Son tects Boker & Hemiten Billings, Winter Hardware Company 

16” 18” SIZES ¢ CALIFORNIA San Francisco, A. J. Glesener Co., Inc. OREGON 

San Francisco, J. W. Jewett Company Portland, May Hardware Company 

ompany COLORADO UTAH 

los Angeles, Hardie Manufacturing Denver, Berteides Seed Com Salt Lake City, Porter-Walton Co. 
? pany ’ 

pany Solt Loke City, Strevell-Paterson 
long Beach, American Wholesale Denver, Hassco, inc. Rawe fer 
C IDAHO WASHINGTON 
Boise, Davis Supply Company, Inc. Seattle, Hardware Distributing Co. 


The Eclipse Lawn Mower Co., Div. Buffalo-Eclipse Corporation - Dept.4623-B > Prophetstown, Ill. 


For Details Circle 18 on INQUIRY CARD 
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Chilton News Bureau, Washington, D. C. 


Credit Restrictions May Cause Slump in Western 
Homebuilding Activity, Damage Hardware Sales 
West’s once-booming home construction pace may be in trouble, 


congressional investigators and builders are warning. A significant 
slump in homebuilding would be felt quickly in hardware dealers’ 


cash registers. 


A congressional subcommit- 
tee, after holding hearings on 
the spot in Los Angeles, says it 
found warning signals for the 
future rate of housing construc- 
tion which “cannot be viewed 
with equanimity.” 

West - Coast builders are 
alarmed over their inability to 
secure future commitments for 
mortgage financing, and thus 
are having trouble getting the 
loans to start new home con- 
struction planned for this 
spring. 

The subcommittee, of which 
Rep. Gordon L. McDonough, 
Los Angeles Republican, is a 
member, demands that the gov- 
ernment remove immediately its 
direct and indirect credit re- 
straints on home buying. This 
would mean a return to no- 
down-payment loans for veter- 
ans and lower down payments 
on FHA-insured loans. 

Latest figures available show 
that Western housing starts to- 
taled 25,400 in January, 1955; 
reached a high of 30,400 in 
April, and then began a steady 
decline to 24,400 in October. 
The decline probably continued 
at least through January. Na- 
tionally, home building went 
from a high of 137,600 last May 
to 74,000 in January. 

Nationally, applications for 
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home financing are picking up, 
indicating the home-building in- 
dustry will recover this spring. 
But if the subcommittee’s evi- 
dence of shortages of financing 
on the West Coast hold true, 
this important area of the coun- 
try could be left out. 


SPORTING GOODS SALES 
hit $4 billion last year, Interior 
Department officials estimate, as 
wages remain high; leisure time 
increases, transportation be- 
comes faster and easier. 
Hunters and fishermen put out 
$87 million last year for a rec- 
ord 33 million licenses. Fishing 
is still the most popular sport, 
with more than 18.5 million 
license holders. Colorado at- 
tracted the fifth largest number 
of nonresident anglers last year 
—one of them President Eisen- 
hower. . . . California sold the 
second largest number of fish- 
ing licenses in the country (1.2 
million) and the fifth largest 
number of hunting licenses 
(618,000). It’s a sure bet the 
interest in hunting and fishing 
will continue its rapid growth— 
Congress is tripling the Presi- 
dent’s request for $5 million to 
build and repair national park 
facilities to handle 54 million 
park visitors this year. Rep. 
Clair Engle (California Demo- 


crat) says he may sponsor new 
legislation to give Congress con- 
trol over the nation’s 440 mil- 
lion acres of public domain land 
to protect wildlife lands from 
become bombing ranges. 


ELECTRICITY from an 
atomic power plant will go to 
homes in the San Francisco area 
next year when the Pacific Gas 
and Electric Co. puts a new 
small size nuclear reactor in op- 
eration. ... The Atomic Energy 
Commission is still under heavy 
fire from the National Rural 
Electric Cooperative Associa- 
tion, which says the AEC is “an 
atomic energy-less” commission, 
and complains that non-profit 
power groups are not in on the 
program. The Association wants 
a pilot atomic energy plant in 
the Pacific Northwest... . By 
1980, the Federal Power Com- 
mission predicts that the ccun- 
try’s electricity needs will be 
314 times greater than the 478 
billion kw in 1954, and the Gen- 
eral Electric Co. predicts that in 
the same year, half the electrical 
power plants installed will be 
atomic reactors. 


WESTERN NOTES —Sen. 
Thomas H. Kuchel (California 
Republican) and the California 
Public Utilities Commission pro- 
tested a railroad plan to in- 
crease rates by 7 pct because it 
would “impose a crushing bur- 
den” on Western businessmen. 

Eight Western Senators 
are sponsoring legislation to 
force the government to help the 
Western mining industry. 
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ABOUT 


PEOPLE 


HOUSEWARES INDUSTRY PANEL 
SPONSORED BY S. F. CLUB 


FUTURE OF THE HOUSEWARES 
INDUSTRY was the subject for a 
“Meet the Press” type panel discus- 
sion at the February 10 meeting of the 
San Francisco Pot and Kettle Club, 
held during the Western Merchandise 
Mart’s Winter Market Week. Partici- 
pating in the discussion for the bene- 
fit of more than 125 Pot and Kettlers 
and members of the industry who were 
present, were executives from various 
phases of the industry, and members 
of the fourth estate from daily papers 
and the trade press. 

Executives (top panel, left to right) 
from San Francisco firms were: Dr. 
Harold Furst, regional economist, 
Bank of America; Henry Sloss, pres- 
ident of the wholesale hardware firm 
of Sloss & Brittain; J. B. Sherr, presi- 
dent of the J. B. Sherr Company, a 
housewares distributing firm; Paul 
Rice, president of a manufacturers 
representatives firm of the same 
name; and Walter Newman, president 
of the retail firm of Chas. Brown & 
Sons. Pot and Kettle Club and Mart 
officials seated at the head table 
(center panel) are: W. T. Brantman, 
second vice president; W. G. Cochrane, 
first vice president; A. Cameron Ball, 
general manager of the Western Mer- 
chandise Mart; Max Fisher, president; 
Arthur Nusbaum, corresponding sec- 
retary; and James E. Collins, record- 
ing secretary. Members of the press 
(bottom panel) are: Lindsay Arthur, 


financial editor, San Francisco Call 
Bulletin; Donald White, financial edi- 
tor, San Francisco Examiner; Sidney 
P. Allen, financial editor, San Fran- 


cisco Chronicle; Ed. Stone, Retailing 
Daily; Miss Irene Corpe, Housewares 
Review; and Elwyn Knight, associate 
editor, Hardware World. 





Republic Kitchens Names 
Western Distributor 


Appointment of Thompson & 
Holmes, Ltd., of San Francisco as 
distributor for Republic Steel Kitch- 
ens in Northern California and all of 
Nevada except the Las Vegas market 
area has been announced. 
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Thomson Names 4 in West 


The appointments of four sales 
representatives in the West for win- 
dow hardware products of the Thom- 
son Hardware Division of the Stand- 
ard-Thomson Corporation and their 
territories are: A. E. West Ltd., Van- 
couver, B. C., (Alaska, British Co- 


lumbia, Alberta, Saskatchewan and 
Manitoba); Harold L. Robinson, 
Seattle, (Washington, Oregon, Idaho, 
Utah and Montana); Robert E. Ed- 
wards, Oakland, (Northern Califor- 
ina); Robert L. Craig, San Diego, 
(San Diego and Imperial counties in 
California, and Baja, lower Califor- 
nia, Mexico). 
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Perfection 
Names 
Pac. N.W. 
Sales 

Rep. 


Harold 
Kiefer 


The Perfection Industries Division 
of the Hupp Corporation, announces 
the appointment of Harold Kiefer as 
Western sales representative. He will 
cover Washington, Oregon and Idaho, 
as well as the Provinces of Alberta, 
Saskatchewan and British Columbia 
in Canada. 

For the past 10 years, Kiefer has 
been a Perfection Furnace Sales Divi- 
sion Representative in the Mid-West. 
He came with the company in 1938 
as a salesman in the Oakland, Cali- 
fornia District, during World War II 
worked in the Perfection Engineering 
Department in Cleveland. 


Returns 
To 
Northern 
California 


Guy Butler announced that he has 
returned to San Francisco and has 
established manufacturers’  repre- 
sentative business with offices in the 
Western Merchandise Mart. 

He was formerly three and a half 
years with Snow Sales Co. in Port- 
land, Oregon. Prior to that he op- 
erated his own manufacturers’ repre- 
sentative business for 14 years in the 
San Francisco Bay area. 
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5. F. WHOLESALER HOLDS POWER MOWER SALES MEET 


AN ALL-DAY SALES AND SERVICE CONFERENCE was held for 65 
Northern California Jacobsen power mower dealers at H. V. Carter Company, 
Inc., San Francisco, in February. Jacobsen power mower sales promotion and 
service men joined with leaders of the wholesaler to present the step-by-step 
sales plan that enables each Jacobsen dealer to gain his share of the $160 
million national market for power mowers. Those attending are shown here- 
with (left to right): Lew Vasser, Jacobsen Northwest sales manager; Gail 
Stoddard, HVC (H. V. Carter Co., Inc.) parts and traffic manager; Herbert 
Graves HVC assistant general manager; Gil Trick, Jacobsen air pilot; Harry 
Fry, HVC service manager; Roger Thomas, Jacobsen sales promotion director; 
Herman Domnick, HVC vice-president and treasurer; David E. Graves, HV© 
president; Frank Ranney, Jacobsen ass’t sales manager; Don Carmichael, 
Jacobsen Southwest sales manager; and Jack Baker, HVC sales manager. 


COOKING-UP GADGET SALES MATERIAL 


~ 


: = 
SOUTHERN DISTRICT SALES PERSONNEL of Alled Western Distributor’s 
Los Angeles office are shown at a recent meeting of the group to discuss plans 
for firm’s catalog “Gadgetland” which is published twice a year, as well as 
special sales and trade show plans. Present (left to right) are: Ernest Robert- 
son; Don Hafen; Merlyn Davis; John Brantman, southern district sales man- 
ager; Fred Storey and Frank Porter. Headquarters of Allied Western is in 
San Francisco. Firm has district sales offices in principal cities of the West as 
well as in Honolulu. 





Yale Moves in L.A. 


The Pacific Coast Regional Offices 
of the Yale Lock and Hardware Di- 
vision of The Yale & Towne Manu- 


G.E. Names District Rep. 


Quentin Vietor has been appointed 
vacuum cleaner district representative 
for the new Seattle district of the 


facturing Company have been moved 
to new and larger quarters at 2438 
West Third Street, Los Angeles. 


General Electric vacuum cleaner de- 
partment. He will have offices in 
Seattle. 
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UNIVERSAL 7... 


“TAB-L-TOP” Food Chopper 
gives you 5 Decorator Colors! 


It’s just the chopper to put real snap in your sales! Whatever the color 
scheme of milady’s kitchen, one of these five carefully chosen decorator 
shades is sure to complement it perfectly. ““TAB-L-Top” is a handsome 


addition to any modern kitchen. N EWI 
And “TAB-L-Top” is a dream to operate. Three different cutter plates ! Four suction cups and 
make fast work of any food—raw or cooked. The extra-long handle turn the exclusive table edge positioner absolutely 


for turn cuts any food faster and better. prevent slipping. The Universal “TaB-L-Tor” 
Better order plenty. These colorful new “TAB-L-Top” Choppers are Wil MOG ane qeatar Oe Sear Sep 
sure to be best sellers. Particularly at the low $8.95 retail price. 


“TAB-L-TOP” fy is ~~ Self-Sharpening tT Swing-A-Part 
Food and Meat Chopper ¢ # ie Food Chopper ap Food Chopper 
retails from $6.95 Pa ce | retails from $4.25 ™ retails from $4.50 | 


ORDER FROM YOUR | 
LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. UNIVERSAL DISTRIBUTOR NOW! 
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Red Taggs Merchandising Lips 


CYCLONE HARDWARE CLOTH 


ACTUAL MESH SIZES 
































3x 3 mesh 
21 gauge 









































4x4 mesh 8 x 8 mesh 
23 gauge 27 gauge 
Above meshes are furnished in 24, 30, 
36 and 48-inch widths. Packed in 100-foot 
rolls. 
Heavy Grades are available in 
58” x 4”... 17 gauge 
and 34” x %4” ... 17 gauge 
Heavier grades can be made to order. We 
can also furnish Plastic Coated Hardware 


ISA 


MANY PURPOSE 
PRODUCT... 


Of all the different items carried by 
the average hardware store, Hardware 
Cloth is probably the most versatile. 
Homeowners use it on screen doors, as 
guards for windows, gutters and trees; 
farmers use it for grain and fruit bins, 
poultry feeders, hen nest floors and 
partitions; building and paving con- 
tractors use it for sifters, stucco base, 
for reinforcing concrete driveways, to 
protect their machinery. Practically 


Easier to use... 


Note the symmetrical design of the 
strong, welded selvage shown above. An 
exclusive with Cyclone, it makes Cyclone 
Hardware Cloth easier to tack into 
wooden frames—easier to weld to steel. 
Look at the mesh, too. Wires are straight 
the entire length of the cloth. This makes 
it easier to cut square and gives a 
stronger, better looking finished job. And 
Cyclone’s special method of galvanizing 


—and every user makes another friend for your store! 


every person in your community is 
a potential customer for Hardware 
Cloth. 

But if you want to make a satis- 
fied customer of him, be sure you sell 
him CYCLONE HARDWARE 
CLOTH, for Cyclone is a woven hard- 
ware cloth with the exclusive welded 
seluage which means that Cyclone 
Hardware Cloth gives your customers 
neater, smoother, stronger jobs. 


and Longer Lasting 


minimizes mesh distortion and results in 
a brighter, smoother protective coating 
that lasts for years. 


HARDWARE CLOTH IS A PROFITABLE 
ITEM...HOW’S YOUR STOCK? 
For quick delivery, see or call your 


Cyclone jobber without delay, or write or 
wire Waukegan for quotations 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS - SALES OFFICES COAST-TO-COAST - UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
PACIFIC COAST HEADQUARTERS—OAKLAND, CALIF. 





USS CYCLONE-ped 709 
HARDWARE PRODUCTS 


REENING } mat 
juminu™ FLEXIBLE 7 Long 
Clean Better 


s 


et 


ASKETS 


e sc 
insect wir Welds 


-ALL 8 
. CATCH A 
Galvanized Bronz© 


198 Separate 


STAT 8 § 
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HAYES SPRAY GUNS 





can be 


BiG MONEY-MAKERS 
FOR YOU... 


because ...they help you 
sell more garden chemicals 


The minute you sell a Hayes, the buyer 
needs garden chemicals, which means 
extra, quick profit. Because the user gets 
results with a Hayes, you'll get “repeat 
sales” for more chemicals and other 
garden supplies. 


No other type of garden sprayer on the 


market mixes, proportions and applies 
garden spray materials as efficiently as 
a Hayes. 


The “OK’d” tag* on every Hayes 
sprayer lists the leading manufacturers 
of garden chemicals who have tested 
and approved the Hayes for use with 
their products. 








Order Today from Your Nearest Jobber! 


Since 1934 
HAYES SPRAY GUN COMPANY 
World’s Largest Manufacturer of Garden Hose Sprayers 

98 N. SAN GABRIEL BLVD., PASADENA 8, CALIF. 
For Details Circle 21 on INQUIRY CARD 
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ADJUSTABLE 
TUBULAR 
HACK SAW 





No0.325 





FRAME 










All Chrome Plated with 
Handle and Blade 
Finished in Gold . 


A Perfectly Balanced 
rs Work Tool for 
‘Master Mechanics and Craftsmen 


@ Unbreakable butcher boy handle has special, firm 
“safety-grip” design for added protection 

® Permanent thumb rest on tubular frame for easier, 
balanced cutting ... prevents greasy hands from 
slipping 

® Tubular-frame construction is lightweight, yet ex- 
ceptionally sturdy for heavy duty work 

® Frame is furnished with Great Neck’s standard 10” 
gold finished tungsten blade . . . individually boxed 
and rer: a a profitable year round 
sales. ; , ‘ Retails for $2.98 

































Standard Tungsten 
and high speed Mo- 
lybdenum hand hack 
saw blade displays — 
available for easy, self- 
service selling. 


Hack saw frames with 
butcher boy and pis- 
tol-grip handles avail- 
able in a full price 
range. 





© Order from your jobber 


Write for Complete Catalog 
of Tools and Kits for Everyone 


Great Neck 


N SAW MANUFACTURERS 


INC 





G WAY MINEOLA, NEW YORK 
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erred 





Means Fast 
Turnover 








JUST LOOK HOW IT’S 








| ADVERTISED 








Packaged for 
IMPULSE 
SALES 


com OR, RiFuND OF 
Fvarebioed by 
Good Housekeeping 


\y 
Neer as Apvennistd THOS 






Look at this list of magazines we use to tell your 
customers about the “hot” Sierra line. 


Sunset 


© All-Pets Magazine 









GRIPS FIXTURES TO WALLS 


Here is the point-of-sale merchandiser 
that SELLS WALLGRIPS because 
it is loaded with IMPULSE SALES 
POWER! There are 170 pieces of six 
popular sizes to fasten light, medium 
and heavy fixtures — 50 each of 1/8S 


California Plasterer 








Pacific Nurseryman 


Chinchilla Grower 


® Pacific Poultryman 
® Western Building 


® Plastering Industries 


American Fur Breeder 


FOR MORE PROFIT, FEATURE 
THE SIERRA LINE: 


® Poultry Netting ® Cage Clips 

® Stucco Netting ® Barbed Wire 

® Welded Fabric ® Baler Wire 

® Furring Nails ® Music Wire 

® Paliet Nails ® Sierra Sizzlers 

® Stove Pipe Wire ® Hamburger Grill 
® Cake Cooler ® Steak Grill 

® Cage Fabric ® ‘Tater Baker 

® Wine Rack ® Sierra Settee 

© Skewers © Frank Forks 


QFE oe i caivon: 


WIRE SPECIALTIES COMPANY 
sYolatic Mn Gi lel de pam @telihielaa 
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FREE! Please rush sample of WALLGRIP PLASTI-CARD 
package and catalog sheets. 


DRIRR: ceenenrteceniinon sivenatiniiniingti ineasamienudliii 
City . 


"ona EXPANSION 


NEW YORK 6 


PR 


142 LIBERTY STREET ° 


BRANCHES N ALL 
For Details Circle 24 on INQUIRY CARD 


and 1/8 L; 25 each of 3/16 S and 
3/16 L; 10 each of 1/4 S and 1/4 L. 
Standard metal-reinforced 
packages in all sizes 
available. 


v 


N.Y 









Dept. HW-4 
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NOW/ 


Dealer Profits Unlimited 


with 


CAMILLUS 
5 0 KNIFE 
TRADE-IN 
PROMOTION 
50¢ 


YOUR OLD POCKET KNIFE 

















o+ 
CAMILLUS KNIVES 


CAMILLU 


has the ge 







Display that Sells 
Quality that Tells | 


A Sure-Fire 
Sales Booster 





20 fast - selling 
Camillus knives 
on free attractive 
display. 

Take the leading, top-quality pocket knife 
—add the first and only knife trade-in ever 
offered—and you'll come up with a dramatic 
sales punch that spells BIGGER PROFITS for 
1956. 

To top it all—you have no extra work to 
do... no reports to make. It’s as simple as 
this: Your customer can trade-in his old jack- 
knife, redeem a coupon you offer him, or 
redeem a coupon clipped from a national 
ad... any one worth 50 cents toward a 
brand new Camillus knife. 


CAMILLUS DOES 
YOU RING UP 






THE 
THE 















With your order for the attractive 20-knife display above, 
your jobber will provide a big, free promotion kit containing: 
Window streamer, pennant, coupon book, promotion 
tips, and dealer prize entry card. 


£xTR* $100 


SAVINGS BOND 
To dealer with best merchandise pro- 
gram, Details in promotion kit. 





America’s “Most Wanted” Knife 
~A Product of Fine. American 
Craftsmanship Since 1876. 


CAMILLUS 


CUTLERY COMPANY 
CAMILLUS, N. Y. 
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Very Impressive Profits 
are yours when you sell 
the line that’s famous 

for quality everywhere! 


Consistently advertised in the nation’s buy-minded 
publications, K-V fixtures are the most-asked-for line of 
their kind. Customers prefer K-V’s lifetime sturdiness 
and beauty—virtues you will find most rewarding, too, 
in year ‘round profits and sales action. 


K-V ... FIRST IN CLOSET FIXTURES 





Roomy K-V 552 Purse Rack 
K-V .. 


View-all K-V 575 Tie Rack 
. FIRST IN KITCHEN FIXTURES 





Slide-away K-V 793 Towel Rack Easy-glide K-V 790 Pan Rack 


K-V ... FIRST IN BUILT-IN FIXTURES 
self-selling all-in-one 


shelf assembly packages 


Easy to follow illustrated 
instructions on the boxes 
which contain a complete set 
of standards and supports for 
either open or set-in 

shelves for every use. 


K-V 80 Standards 
with K-V 180 Brackets 


a 


K-V 233 Standards 
with K-V 239 Supports 





DO-IT-YOURSELF profits, ° 
too, from K-V Drawer Slides and 
K-V Sliding Door hardware. 


Check stock and stock up on 
the K-V fixtures folks will be 
asking for at your store! 


KNAPE & VOGT MFG. CO., 
GRAND RAPIDS, MICHIGAN, 
For Details Circle 26 on INQUIRY CARD 
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Right Sizes...Right Lengths 3 << 
for Guy Wires Clotheslines Industry : 


DAVIS GALVANIZED 
TWISTED WIRE STRAND 









s . a 





“3 @ 


1000’ center unwinding 
tangle-free coil 
















50’-100’ coils in 
continuous lengths 











TABLE OF LENGTHS AND SIZES 





Coil Spool Reel 
Length Length Length 
ft.) ft fr 


eo 
~ 


Approx 

Breaking 
No Strength (Ibs 
4-20 260 50 20 3 











Standard outside 
wound on wood reel 


Standard outside 
wound on spool 














1$00 





1500 1 
1500 1 55 
1500 1 
AVAILABLE IN THESE SIZES 























Also Manufacturers of: 


Merchant Wire e Stove Wire e Tie Wire e Hardware Cloth 
Poultry Netting @ Baler Wire e Bale Ties e Welded Fabric 
Stucco Netting e 
Seizing Strand 












Garment Hangers e Weaving Wire 


e Florist Wire @e Wire Rope e Tag Wire 





K. H. DAVIS 


WIRE AND CABLE CORP. 
2226 Santa Fe Avenue Los Angeles 58, Calif. 
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ecial introductory-stock offer 


4 NEW WATERPROOFING 
| REDWOOD STAIN concins thompson s Woter Seat 


® seals as it stains for a lasting natural redwood look with 
non-gloss finish. 

® concentrated — can be diluted with Thompson's Water Seal 
for extra moisture protection. 

© for stronger red color tone, red oxide in tube form can 


be added. 











Dealers — 
Order =’. 











12 FREE PINTS (VALUE $12.36) 
WITH EACH FIRST ORDER 


.when you pick either of the following Special 
Bonus Deals. Order as many deals as you want 
— with each deal, you get 12 free pints: 





Date 9 


Please arrange to ship the following special stock order(s) and 
bill me loter. | will receive 12 free pints with each deal ordered. 








Plus 12 free pints 
Your cost $58.74 








24 pints APPROX. 


Plus 12 free pints 
Your cost $61.80 





AAR SSS SS SSSSSSESSSESSSESE SSE EEE EBB eeeeseee 
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aaa _ special deal #1 __ 


QUANTITY 


My regular distributor or supplier is 


Signed 


__ special deal *2 


QUANTITY 


12 quarts APPROX. Nome 
RETAIL RETAIL 
24 quarts price : 6 gals. ‘price Address 
6 gals. $97.92 | 2 five gals. $103.06 City State 
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THE SALES 
FOR HARDWAR 


KING 
STABLE 


ENCH 
f 





THIS NEW PATENTED 
LOCKING FEATURE 
AT NO EXTRA COST 





Here is the hottest hand tool you can feature the week of 
April 12. Nationally advertised in the POST and Popular 
Mechanics, it is the most wanted wrench on the market. 
Be sure you have adequate stocks. Order through your 


jobber. 


FREE DISPLAY with each 9LD 
assortment 

. 6L Sb inch @ $2.08 ea. $6.24 
. BL Binch@ 2.45 ea, 7.35 
2 No. 10L 10 inch @ 3.10 ea. 6.20 
1 No. 12L 12 inch @ 4.50 ea. 4.50 
Suggested Retail...... $24.29 
.. 16.19 


..$8.10 


















Dealer Cost 
DEALER PROFIT 
wt ea - 


a “a ACLIAMS, a 





CARTONS: that sell individual wrenches 


Wrench No. 6L 8L TOL 12L 
Size 6 in. 8 in. 10 in 12 in. 
Suggested Retoil $2.08 $2.45 $3.10 $4.50 
Dealer Cost 1.39 1.63 2.07 3.00 
Dealer Profit 69 82 1.03 1.50 





For Details Circle 29 on INQUIRY CARD 


30 











step up sales with 


EMCO 


step-on can 
14 Qt. Capacity 


© Super-size triangular pedal with concealed step-on 
mechanism. 


®@ Stain and acid-resistant porcelain enamel pail. 


© Comes in all chrome, all copper or baked enamel colors 
with chrome or copper pedal and lid. 


PLUS 


VA ROLL-TOP 
BREAD BOX 





STOCK EMCO 
SHOW EMCO 
and you'll 
SELL EMCO 
In Volume! 


For prices and 
delivery, write: 





PORCELAIN ENAMEL CO., INC. 
Port Chester, N. Y¥. WEstmore 9-5400 
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easily 
ing a narrow slit wit 












FN} Ato sell 


Every home owner wants an underground sprinkling 
system and Resinite’s the one everyone can afford. 
It’s not a kit—the customer buys only the pipe and 
fittings he needs. You sell sprinkler heads of your own 
choice. Pipe and fittings are made of famous quality 
Black Buty plastic. This finest virgin material and 
closer manufacturing tolerances insures a permanent, 
trouble-free system. Guaranteed against rust, corro- 
| sion, electrolysis. 


Light, easy to handle. Assembles quickly. No heavy 
tools required. Fittings cement or hand-screw together. 
Easy instructions give full details. 


SONOS TaN en 


After sprinkling system is as- 
sembled on lawn (above) it is 
buried by — ow 8 

a spade 
(left). System drops out of sight. 
Slit disappears in a few days. 








You can sell this 
Sprinkling System for 


ny "O° 


plus heads for the 
average lawn 


ie 


UNDERGROUND 
SPRINKLING 
SYSTEM 


EASY (o stock 


Starter stock includes pipe and various types of fit- 
tings needed to fill all normal requirements. Re-order 
only what you need. 


Starter stock costs you only $44.05, has retail value 
of $66.00. Profit: $21.95. 40% discount on orders of 
$100.00 or more. Rapidly increasing sales show big 
volume for 1956. Extensive advertising in Sunset Maga- 
zine and newspapers. Be sure to get your share of this 
profitable business by sending the coupon right now! 






















FREE DISPLAY! 


Attracts attention — Creates 

” Interest — Does a complete 
selling job. Large, colorful. 
Actual pipe and fittings 
mounted on display. Also 
soft sheet posters. 


SOLD BY RESINITE SALES CORP., SANTA BARBARA, CALIF. 


APRIL 1956 














GET ALL THE FACTS 


* 
a 
a” 
Resinite Sales Corp. Dept. W, e 
P. 0. Box 1257, Santa Barbara, Calif. " 

« 


Send complete information and prices on Resinite 
Underground Sprinkling Systems. e 























Name Title 
Store a 
Address 
City Zone State 
e Our wholesaler is e 
* ° 
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~ that UTICA’ 






“MERCHANTMAN” 
really sells tools! 


HARDWARE WORLD 


aN 
ee \ 





? 














Unica has picked 18 of the fastest 
moving tools from its line and displayed 
them on a rich looking wood and chrome 
self-service merchandiser. 


The “‘Merchantman” display—offered to you 
at no charge—is devised for your convenience 
and added sales. 


te ae uTICA DROP FORGE 


Pike ; | “Utica 4, New York 








No. H-18 
Merchantman 
Display 














Gary 


ie 
ee ae oe 


Use it to start your own self-service tool de- 
partment now! 

This dynamic sales builder comes with two of 
everything—from adjustable wrenches to slip 
joint pliers. 

Order your “Merchantman” (H-18) today 
and watch your sales soar! 


$90 iist 





& TOOL 
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Chain Sellers everywhere are profiting with the ORIGINAL 
aa 0 
(J 


y 
A CAMPBELL CHAIN éxclusive! 


° Exactly-marked every 5 feet... quick, accurate measurement! 
® Color-Coded . .. instant identification of chain grade! 
¢ Standard-footage in every pack! ® At no extra cost! 
































Green “‘Measure-Mark”’ for 
Campbell Proof Coil Chain 








EY ARE, ne EE, ccm —_ — ——E a eee. ao eee, coe ace tee ene 
a 4 fF . a Xe. ez. o 2 oe ei ‘7 


Red ''Measure-Mark"’ 
for Campbell BBB Chain 





oT A PENS OE AO a OE Oe 
Blue ‘‘Measure-Mark’"’ for 
Campbell High Test Steel Chain 


Orange ‘‘Measure-Mark"’ for 
Cam-Alloy Steel Chain 


wg ene REE merc BIR eR GEE, tm a Carne emcee ne 
4 , eg 4 a ae. sé ™ . WwW. is 
Fe ee ee me Nee me ee et we ee a ee 


~ 





Take advantage of the exclusive ease, speed and profit of Get all the details on this new, 
this revolutionary new method of selling chain. Just count time-and-labor-saving method 
the colored, exact, five-foot markings! Think of the time of exact chain handling— in 
and trouble you'll save . . . think of the assured accuracy exact-footage containers, 
... and what this means to you in gross profits. Your cus- color-coded for identification. 
tomer will be sure, too, that he’s getting just the right 

length of chain—and the identifying color-mark will assure Write today, or ask your 
him of the right grade. Campbell representative. 


COPYRIGHT 1956, CAMPBELL CHAIN COMPANY 


wm CAMPBELL CHAIN @ 


YORK, PA.—WEST BURLINGTON, 1OWA—PORTLAND, OREGON—SACRAMENTO, CALIF. 


Makers of the famous Lug-Reinforced Tire Chains 








INE 


Complete Set No. CSB18. 1/2” we e Sl 
Square Drive. Twelve 12 point sockets 


7/16” to 1-1/4”, three handles and two exten- 
sions in a heavy gage, piano-hinged steel case. 


@ Latest addition to “The Hardware 

Line,” Crescent Socket Wrenches are 

ready in a wide selection of popular 

sizes at moderate prices—six set com- 

binations; 4" and 4” square drives; 

6, 8 and 12 point sockets; standard 

and deep types; and a variety of han- 

dles, drives and attachments. Crescent 

Sockets are a quality line, made from 

high grade alloy steel permitting thin- 

tReet hee tenes ner than average side walls with no 

siden ocala ee emer sacrifice of strength. They are preci- 

sion machined, handsomely chrome- 

plated and offer many features which 

increase their usefulness and conven- 
ience. Order from your jobber, 





: “Midget” Set No. CMB16. 

1/4” Square Drive. Eight 6 

point and three 8 point sockets 3/16” to 

7/16", two handles and cross bar and two 

extensions in a sturdy metal case with piano- 
hinged cover. 





HARDWARE DEALERS everywhere are in- 
creasing their tool sales with Crescent Display 
panels. Designed for wall, counter, table or win- 
dow display, they can be used with various mount- 
ing fixtures. Ask your jobber for details. 





























2 ia Oh lhe nee WAH 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors ond retailers everywhere and mode only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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Q. What is the important difference 
between cut and rolled threads? 


A. A rod with a cut thread has an 
outside thread diameter which is 
the same as the body of the rod. 
Also, the end of the rod is usually 
pointed to remove the sharp starting 
thread. 

Rolled threads have an outside 
diameter greater than the diameter 
of the portion of the rod next to the 
thread. And the end of the thread 
need not be pointed because a sharp 
starting thread is not present on a 
rolled thread. 


Q. Which type of threads is better? 
A. That’s hard to say. But rolled 


ROLLED or CUT THREADS? 


DEED DRO R ADAP pte 
VHD] 


Answers to questions we’re often asked 


threads are often the better choice. 
There are several reasons: 


1. In many instances, rolled threads 
are cheaper. This is true because of 
the weight savings. You buy less 
steel. Also, rolled threads can often 
be produced faster. The savings to 
the customer on the larger sizes is 
often substantial. 


2. Rolled threads are likely to be 
smoother. And because cold-work- 
ing hardens the threads, they are 
not as easily damaged. The cold- 
working also develops compressive 
stresses in the threads, making 


them more resistant to fatigue from” 


repetitive stresses in bending or 
tension. 





LLELLLLLLLLCLLLLL LL 


TEE LELLLLLLLLLLLLLL 


3. Because the thread-rolling proc- 
ess ‘‘cold-works” the steel in the 
threads, rolled threads have aslightly 
higher tensile strength than cut 
threads. This advantage, however, 
diminishes as the diameter of the 
rod or bolt increases. 


Q. How can I be sure that rolled 
threads are the best choice for a 
particular application? ° 


A. Just phone our nearest sales of- 
fice and one of our threaded product 
engineers will gladly give you sound 
advice. If your job calls for a special 
fastener, we'll get quotations for you 
quickly from one of our three West 
Coast plants. 














Here are the facts. The table below 
compares various standard rod sizes 
and shows the weight savings pos- 
sible when rolled threads are used 





instead of cut threads. 











ROLLED THREAD 





NOMINAL 


DIAM 
STOCK 








CUT THREAD 








COARSE ROLLED THREAD 
THREAD STOCK WEIGHT 
Size diam in. Ib / ft 





CUT THREAD WEIGHT 
STOCK WEIGHT SAVINGS 
diam in. lb/ft pet 


STRESS 
AREA 


sq in. 












MINIMUM 


BREAKING LOAD* 


Ib 











Y%-20 0.214 0.122 
¥%-16 0.330 0.291 
Ya-13 0.445 0.529 
%-10 0.680 1.235 
ES .-8 0.914 2.231 
1Y%- 7 1.153 3.550 














0.250 0.167 26.9 
0.375 0.376 22.6 
0.500 0.668 20.8 
0.750 1.502 17.8 
1.000 2.670 16.4 
1.250 4.172 14.9 

















0.0318 2050 
0.0775 5050 
0.1419 9200 
0.334 21700 
0.606 39400 
0.969 63000 
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BETHLEHEM PACIFIC COAST STEEL CORPORATION 


Sales Offices: Los Angeles, Phoenix, San Francisco, Portland, Seattle, Spokane 


1956 


BETHLEHEM PACIFIC 


For Details Circle 35 on INQUIRY CARD 


*Minimum breaking load for cut threads is based on ASTM Spec. A-306 Grade 65 which has a minimum 
tensile of 65,000 psi. Breaking loads for rolled threads of the same grade will be slightly higher. For other 
grades of steel, breaking load of cut or rolled threads is in proportion to the tensile strength of the steel. 
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NEW SET FOR MOVIE STAR—Alan Ladd poses with WITH THE BACKDROP of a beautiful mountain, Higgins 

his partner, Robert Higgins (at right) and salesman Joe Ladd Hardware Store has unusual setting in desert 

Woods (center) for the press on opening day of his store. country. Store is next to park and has landscaped frontage 
and parking space (below). 
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Movie Star Makes Hit With 


Retail Hardware Store 


ERHAPS the most publicized 

hardware store in America in 
1956 will be Higgins Ladd Hard- 
ware Company at Palm Springs, 
California. The store was opened 
on November 12, 1955, with a 
fanfare befitting the motion 
picture star, Alan Ladd, who is 
a partner in the venture with 
his long time friend, Bob Hig- 
gins. 

The “World Premier” at- 
tracted more than 5,000 persons 
who were personally greeted by 
Mr. Ladd and Mr. Higgins. The 
movie star had little time for 
selling as he spent most of his 
time greeting people and sign- 
ing autographs. 


WARNER BROS. STAR 
Alan Ladd gives a youthful 
customer an autograph on 
opening day of his store. 
Most of the star’s day was 
spent shaking hands with, 
and giving autographs to his 
new patrons. 


A portable television set was 
given as a door prize, but it is 
very doubtful that it had any- 
thing to do with drawing peo- 
ple to the grand opening, whai 
with the attraction of one of 
Hollywood’s finest stars. 

After his “one night stand” at 
the hardware store opening, 
Mr. Ladd returned to the War- 
ner Brothers lot to take top 


” 


billing in “Santiago,” his cur- 


rently filming picture. 
Venture Proved Successful 


After a “run” of three months 
the sales volume far surpassed 
expectations, and business is 
constantly increasing. Accord- 
ing to Harrison Carroll, feature 
writer on the Los Angeles 
Herald Express, Mr. Ladd stated 
that the hardware store in 





PARTNERS HIGGINS AND LADD GAZE WEARILY AT DEPARTING CROWD AS OPENING DAY ENDS 
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Palm Springs is the most profit- 
able venture he ever went into. 
His partner, Robert Higgins, 
is a Palm Springs resident and 
business man. The store is ac- 
tively managed by Woods. 


Store in Nice Setting 


Located at the foot of tower- 
ing snow-capped Mount San 
Jacinto and bordering on a 
grassy municipal park just 
south of the main business sec- 
tion, the building is outstand- 
ingly beautiful, in both exterior 
and interior. It is a large build- 
ing, measuring 50 feet by 150 
feet, and has a large storage 
section at the rear. In every de- 
tail it meets city regulations 
with regard to set-back, park- 
ing facilities, and architecture. 
Set back from the street on a 
low terrace, the front area is 
grassed, and landscaped with 
shrubs and flowers. 

Across the entire front runs 
a concrete terrace, attractively 
set with patio furniture and 
lounging chairs in gay desert 
colors to harmonize with the 
exterior, which is painted in 


tones of watermelon pink and 


soft turquoise. Across the left 
front, large white letters read: 
TOYS, BUILDERS’ HARD- 
WARE, APPLIANCES, 
HOUSEWARES, SPORTING 
GOODS, GIFTS, PAINTS. 
The entire frontage is of plate 
glass, and serves as a series of 
show windows to display the 
beautiful and complete mer- 
chandise carried inside. 


Interior Designed "To Sell" 


The interior is painted a soft 
desert-green, and the floor is of 
black-and-white marbled asphalt 
tile. All lighting is fluorescent, 
and the individual shops are 
lined and also divided by con- 
ventional pegboard. 

Actually the entire interior 
is one large and spacious open 
room, with all merchandise 
easily accessible to the public, 
so that the store is essentially 
self-service. At the center front 
is the cashier’s check-out stand, 
where patrons may convenient- 


38 


ly pay for their purchases and 
have them wrapped. 


Covers Wide Sales Area 


The new Higgins Ladd store 
doesn’t belong only to Palm 
Springs. It is adequately geared 
to go after the entire Imperial 
Valley trade, as it is compre- 
hensive in merchandise, both in 
specialized and finished hard- 
ware. Formerly, desert build- 
ers were forced to go as far 
away as Los Angeles in order 
to get specialized hardware. 
But no longer is this necessary 
since a complete stock of all 
building needs is now located 
in the center of building ac- 
tivity. 

The main divisions of the store, 
starting at the right and moving 
counter-clockwise, include toys, 
do-it-yourself tools, garden tools, 
builders’ hardware, general hard- 
ware, paints, guns and sporting 
goods, electrical supplies, home 
and kitchen supplies, electrical 
appliances, camping supplies, 
cleaners and polishers, copper- 
ware, aluminum ware, pottery, 
and giftware, the latter being 
personally selected by Mrs. 
Ladd and Mrs. Higgins. As a 
tribute to their excellent taste, 
this department, during the 
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Christmas sales rush, was prac- 
tically sold out, and is now being 
heavily restocked. 

A substantial part of sales is 
in the builders’ hardware, since 
this desert resort is one of the 
fastest-growing sections of the 
country. And since it is also a 
luxury-loving community — it 
boasts of more than 500 pri- 
vately-owned swimming pools— 
luxury items are heavily stocked 
in the store. 


Store Caters to Leisure 


The store sells a varied stock 
of merchandise for those who 
crave leisurely living. Lawn 
furniture leads other types of 
products for fun and comfort. 
Mr. Ladd’s keen business sense 
made him aware of the leisurely 
life and he met this by offering 
“leisure” in his store. He in- 
augurated a policy of serving 
free coffee for the customers 
and supplying chairs for them 
to use while drinking the coffee 
or for just plain relaxing. 

Many merchandising ideas, 
an excellently designed store, 
and a well-rounded stock would 
make Higgins Ladd Hardware 
Company successful even if it 
didn’t have such a well-known 
figure as one of the partners. 


PALM SPRINGS CUSTOMER serves himself at tool wall section which is 
heavily stocked with a wide variety of hand tools and “do-it-yourself” supplies. 
Backboard is perforated for flexible display. 
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Show -How Displays 
Help Dealer Sell... 


Do-It- Yourselfers 


T King Building Supply on 
Vancouver Avenue in Port- 

land, Do-It-Yourself displays, 
where the home handyman and 
basement hobby shop enthusiast 
can LEARN HOW TO DO IT, 
have accounted for boosting 
store traffic 20 per cent. 

“We are finding,” owner New- 
ton King says, “that most of 
the Do-It-Yourself shoppers are 
strong buyers. What they want 
to know first is how to do it. 
When you do that you have 
added a regular customer.” 

To put across the “How-To- 
Do-It” lesson at Kings, a num- 
ber of individual displays have 
been set up, dealing with all 
sorts of Do-It-Yourself prob- 
lems from the proper selection 
of paint to the problem of re- 
pairing a kitchen sink or select- 
ing the “right” gimmicks to com- 
plete a room wiring job. 

“And don’t forget the tools,” 
King says. “We sell them too, 
and when we are explaining how 
it’s done, it is just as easy to 
suggest the proper tool to do it. 
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More often than not this will 
mark up an extra sale.” 

The King Do-It-Yourself sets 
tell the amateur how to wire a 
3-way switch, what he needs to 
do the job and what tools will 
best serve him. If the week-end 
electrician wants to know how 
to connect a meter or fuse box, 
the displays will give him that, 
too. 

“These displays,” King says, 
“have done another thing for 
us. They have brought us some 
brand new accounts for power 
tools, small and large tools. We 
find that the fellow who actually 
wants to learn how to do home 
work very soon wants to know 
about the best power tools for 
doing it easily and quickly. 

“The Do-It-Yourself display 
at our yard is a door opener to 
a lot of otherwise hidden sales. 
We have had as many as 500 
people come to study the dis- 
plays on a week-end. Any pro- 
motion that draws that many 
potential buyers to your store is 
worth its salt, we feel.” 


TWO DO-IT-YOURSELFERS get a 
tip on painting from Newton King, 
store’s owner. Section of wali has been 
painted with a contrasting color to 
serve as example of covering charac- 
teristic of a brand of paint sold by 
the store. 


SINK DISPLAY is set-up so do-it- 
yourselfers can see how installations 
are made, as well zs what it took to 
get the kitchen ready for the sink 
installation. Customers can readily 
see what they will need in both parts 
and tools for the job. 


POINTING OUT DETAILS of an 
electrical wiring installation, Mr. King 
shows couple how the job should be 
done and what materials will be 
needed. Sign calls attention to the 
“show-how” display that is always on 
the job for the store. 
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64,4) HEN a customer walks in our front door he 

can look 140 feet back through properly dis- 
played merchandise and is bound to see things he 
needs,” says Kiel Bonnell, owner and manager of 
Bonnell’s Hardware and Building Supplies in 
Ruidoso, N. M. “This invites browsing in all de- 
partments,” he adds, “and results in impulse 
buying.” 


Mr. Bonnell reports that sales are aided more 
than 30 per cent due to open displays, full-store 
view of lines, and location of billing desk and sales 
register in center of store. Customers who come in 
to pay bills are led to buy materials for home im- 
provement and building. 


When 20 feet were added to the front of the 
building in January 1955, one of the improvements 
to the all-steel Butler building was the installation 
of attractive show windows. Items on display can 
be seen from the highway. This dealer reports 
sales have been doubled on items featured in this 
manner. The windows are provided with ample 
lighting and are eye-stoppers. 


A collection of antique guns over the cash regis- 
ter area draws traffic and increases sales. This is 
due to the big game reputation of the Ruidoso re- 
gion. There is a great deal of interest in guns. In 
addition to this tourists like to come into the store 
for souvenir and gift purchases. The owner states 
that the building boom under way in Ruidoso in 
the form of summer homes fits in nicely with his 
self-service setup. 


Customers are intrigued to go back to various 
departments and look over the attractive lines of- 
fered. Many comment on the many items they did 


SALES COUNTER and cash register in center background 
aids in drawing customers through aisles of open displays. 
Gun collection attracts interest and aids floor traffic. 
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With $55,000 Stock 

New Mexico Dealer 

In Resort Area Uses 

Self Service, Antique 

Gun Collection, 

Souvenir and Gift Display 
and Other Ideas too... 


Get 


not expect to find in a sture in a town of 3500 pop- 
ulation. A $55,000 stock comprised of 5700 items, 
with everything at hand, makes a good foundation 
for sales, states Mr. Bonnell. Frequently a cus- 
tomer stops in for only a single item and sug- 
gestive selling on the part of well-displayed mer- 
chandise results in multiple-unit purchases. 


Mr. Bonnell maintains excellent trade relations 
with the Indians who live on the nearby Mescalero 
Indian Reservation and the Spanish in the adjoin- 
ing Ruidoso Hondo Valley. In the case of the 
former he has known the younger generation of 


MERCHANDISE is on self-selective type fixtures such 
as low display for fireplace screens and accessories in fore- 
ground. Note use of overhead space for display of chairs. 
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The Customers to Browse 


Indians all their lives. In this group are World 
War II veterans who returned to their homes with 
a desire to repair and to build. The Bonnell store 
has experienced a profitable volume in sales of 
hardware and related items to these All-Americans 
who are taking pride in their homes. 


Ability to speak Spanish and the extension of 
credit to the members of this race add up to profits 
for the store. Mr. Bonnell finds that the Spanish 
are careful to keep their bills paid up and one- 
third of his accounts receivable are with these 
people. 


This New Mexico dealer has qualified himself to 
show a customer how to do something better and 
directly to fit his specific problem in the case of 
do-it-yourself ranch home owners. They readily 
welcome any practical suggestion and in turn buy 
their needs from this store. 
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VIEW OF WAREHOUSE AND LUMBER YARD (above) 
that is all under one roof and visible from the hardware 
department in front of store. Mr. Bonnell reports this 
open-view arrangement of the whole building is an ideal 
tie-in of hardware and lumber, and that volume is stepped- 
up in both departments as a result. 


DESK WITH AN OUTSIDE VIEW is where owner Kiel 
Bonnell maintains a home planning department where 
hardware items are related to lumber sales. Store has 
a large clientele among the do-it-yourself ranch home 
owners and finds that they readily welcome any practical 
suggestion, and in turn buy their needs from his store. 








WESTERN HARDWARE CONVENTIONS ... Records Broken at Portland 


GROUP PICTURE shows 1956 officers and directors of the North Coast Retail Hardware Association. Seated (left to 
right) are: Robert A. Ort, ex-officio, Springfield, Ore.; Mrs. Grace Lambert, vice president, Aberdeen, Wash.; Ed. R. 
Cavanaugh, president, Auburn, Wash.; R. C. Cole, vice president, Astoria, Ore.; and Martin Danko, managing director. 
Standing (left to right) are directors: Gerald Kasserman, Portland; Ron Gowan, Seattle; Dick O’Kelly, Seattle; C. R. 
Schneider, Longview, Wash.; Frank Hedges, Independence, Ore.; Roy Winkenwerder, Yakima, Wash.; Lloyd Walker, 
Eugene, Ore.; and Bill Crow, Edmonds, Wash. 


More than 800 strong, mem- 
bers of the North Coast Retail 
Hardware Association poured 
into Portland for the group’s 
annual convention and show 
held February 5-7. The three- 
day event emphasized selling for 
the coming year, and a Hard- 
ware Budget Plan, Quick Ser- 
vice and Sales Training were the 
points stressed in the business 
sessions. Martin Danko, associ- 
ation’s secretary - treasurer, re- 
ported this as one of the best 
conventions and show yet, with 
registration up almost 50% over 
1954, and 20% above 1955. 

A SCENE from “This is Your Life, 
Robert Ort (retiring president)” 
which was presented by Mrs. Paul 
Perdue (at right) in initiating Mr. 
Ort (seated) into past presidents’ 
group, the Iron Mongers, while Ernie 


Wetmore brings him something out 
of his past. 
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SERVICE 


Before you give it, 
you must get it! 


You can count on GOOD SERVICE FAST from Southern: 
1. Miles of stock insure you one-source supply. 


2. Order for stock items filled as fast as received—teletyped, 


phoned, wired or written. 


3. Southern Packaging designed after extensive survey to 


make handling fast, easy, and secure. 


4. Attractive, water and soil resistant cartons for eye-catch- 
ing display. 


5. Silhouette labels for quick and sure identification. 


No matter what your requirement, pass it on to Southern. 


It is our job to meet your customer needs FAST. 


Wood screws in all sizes and finishes 


Phillips and Slotted 


Stove Bolts * Machine Screws « Roll Thread Carriage Bolts 
A & B Tapping Screws * Wood Drive Screws * Dowel Screws 
Hanger Bolts 


Write for free Color Label Chart, Package Stock Guide, 
Bulk Stock List. Box 1360-W. 





SCREW COMPANY 


STATESVILLE ° NORTH CAROLINA 


Warehouses: NEW YORK ¢ CHICAGO « DALLAS « LOS ANGELES 


Sold Through Leading Wholesale Distributors 
For Details Circle 52 on INQUIRY CARD 
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WESTERN HARDWARE CONVENTIONS ... San Francisco Draws 2500 


Expanded facilities resulted in a 60 percent 
increase in exhibits at the February 12-15 Con- 
vention and Show of the California Retail Hard- 
ware Association held in San Francisco. 

This larger exhibitors’ section, as well as a top- 
flight list of speakers at the business sessions, 
pulled 700 more members over last year’s attend- 
ance to swell the registration figure to the grand 
total of 2500. 

Principal speakers were Arthur “Red” Motley, 
president of Parade Publications; Dr. Robert 
Burns, president of the College of Pacific, who 
discussed California and the projected future of 
the state, and William Chaney, executive vice 
president of the National Foundation for Con- 
sumer Credit. 








DREAMS of barbecued steak .. . 


aa 


. . inspection of merchandise . . . 


anticipates product sales . 





CONGRATULATIONS WERE IN ORDER as new officers 
of the California Retail Hardware Association take over 
duties for the coming year. Krueger Jacobsen (left), sec- 
retary-manager of the association extends his best wishes 
(left to right) to: Ist vice president O. H. Elliott, of H. H. 
Huhne Company, Eureka, Calif.; president W. H. Messick, 
Messick Hardware, Salinas, Calif.; and 2nd vice president, 
A. F. Kunkee, Atascadero Hardware, Atascadero, Calif. 
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a 
BE Oe rae B 


and to discuss store plans. 


. and poses for caricature. 
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has the 
pulling power! 


Now, with less than a 5500 investment 


you can start profiting from the proven 


pulling power of TREASURE TONES 





Here's an opportunity tailored to fit 
the specific needs of the hardware 
dealer in the West. Note particularly 
how it’s been designed to trim the 
hardware man’s space outlay and 
capital outlay, yet provide the 
greatest possible returns from his 
market area. 

In a minimum of stock and display 
space, at a cost as low as $494.84, 
the small or moderate size hardware 
store can now offer a full and com- 
plete range of interior and exterior 
paint finishes, a full and complete 
range of paint colors, in the paint 
brand which has the local, built-up 
demand ready and waiting. 

With a well-planned and carefully 
balanced selection of Treasure Tones 
paints, the dealer is in a position to 
compete with anybody, large or 
small. He is in a position to serve his 
most exacting ‘do it yourself’ cus- 
tomers with a neighborhood selection 
comparable to the finest anywhere. 
He can undertake each sale with con- 
viction, assurance and success. 


Exactly right colors 
Treasure Tones has been able to trend 
a remarkable increase of paint sales 
to the neighborhood hardware store, 
through its exceptionally complete 





For Details Circle 36 on INQUIRY CARD 


and compact assortment of tube col- 
ors. The dealer can offer customers 
an immediate choice of 336 of the 
newest decorator shades, can offer 
the exact finish for the job. An impor- 
tant factor has been the unique 
Treasure Tones Harmony Dial — finest 
*‘self-seller’’ in paint history. Cus- 
tomers can now ‘‘dial'’ pleasing, har- 
monious color combinations . . . decide 
and buy on the spot. 


Prefabricated preference 


To homeowners, ‘‘Treasure Tones'’ on 
the label is like ‘‘Sterling'’’ on the 
back of the spoon. The unusually 
powerful brand reputation of Treas- 
ure Tones, the magic name in paints, 
is a million dollar property in which 
the hardware retailer can soundly 
share. It is the overwhelming advan- 
tage of pulling power which makes a 
reasonable investment in Treasure 
Tones a big factor in his successful 
operation. 

You.can pretty well estimate the 
surprisingly high potential by check- 
ing #he experience of other stores 
comparable to yours in size and 
location. To do this, simply phone or 
send a note to the Sales Manager 
at Bishop-Conklin. 3951 Medford 
Ave., Los Angeles. ANgelus 9-3141. 
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Now you can display 


DISSTON 
HAND SAWS 
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without fear of finger / ~ 
marks or rust! Ag 


Special baked-on finish 


—not an oil, not a wax, not a lacquer 
—keeps Disston Saws factory-fresh 
and shiny until used. No extra 

cost to you for this exclusive 

Disston feature! 


Now, thanks to Disston engineers, you 
can display Disston Saws right out on the counter... 
your customers can handle Disston Saws... and 
they'll stay as shiny and free from finger marks as 
the day they left the factory. 

Here's why. Disston engineers have developed a 
tough, flexible, transparent finish that is actually 
baked onto the steel. It is not an oil, wax or lacquer 


Henry DISSTON DIVISION 
H. K. PORTER COMPANY, INC. 


that will rub off with handling. And it won't peel, 
crack or discolor the blade. 

All Disston Saws you order are “DISSTONIZED” 
for your protection. 

No more finger marks! No more rust spots or 
smudges! No more polishing! You always have 
a fresh, shiny, new-looking piece of merchandise 


pity 


4101 Tacony, Philadelphia 35, Pa. 
In Canada: 2-20 Fraser Ave., Toronto 3, Ont. 
For Details Circle 37 on INQUIRY CARD 












MAY MERCHANDISING 








a. FIRST WEEK SECOND WEEK 
April 28-May 4 May 5-1] 
WINDOW A Grooming The Yard Water Systems 
Cont.) 
WINDOW B Maytime Is Gift- Maytime Is Gift- 
Se oh | time | time 
IN-STORE | Maytime Is Gift- Water Systems 
PROMO- | time 
TIONS (Mother’s Day) Mother’s Day 
AND | 
SOURCES | Grooming The Yard Cutlery Replace- 
FOR ail ment (Cont.) 
t 
ADVERTIS- ~_ | Summertime Appli- 
ING | ances (Cont.) 
Cutlery Replace- 
| | Ment’ Time” | Wheel Goods (Fea 
| ture bicycles, tri- 
Summertime Appli- cycles, wagons, 
ances (Feature | scooters, etc.) 
freezers, refriger- i 
ators, air condi- Garden Grooming 
tioners, fans, etc. | Time 
Fiche ae sae! } 
SPECIAL May 1-8 — Amer- May 6-12—Be Kind 
DATES ican Camp Week to Animals Week 


| 
May 1-31 — Nat'l 
| Sports Festival 


| May 1-3 — Nat'l 
| | Water Systems 
Month 





THIRD WEEK 


May 12-18 


Water Systems 


Maytime Is Gift- 
time 





Water Systems 
(Cont.) 

(Brides’ Shower & 
Bridegroom Show- 
er) 

Cutlery Replace- 
ment (Cont.) 

Summertime Appli- 
ances (Cont.) 

Wheel Goods 
(Cont.) 

Garden Grooming 
Time (Cont.) 
“Vacation Time 
Sports (window & 
instore display) 


May 12-19—Let’'s 
Go Fishing Week 
May 13—Mother’s 
Day 

May 12-19 — Na- 
tional Frozen Food 
Week 


| 
| 


FOURTH WEEK 


May 19-25 


Outdoor Living Fes- 

tival 
Maytime Is Gift- 
time 


Outdoor Living Fes- 
tival 


(Brides’ Shower & 
Bridegroom Show- 
er) 


Summertime Appli- 


ances (Cont.) 
Wheel Goods 
Cont 


Garden Grooming 


Time (Cont.) 


*Vacation Time 
Sports (Cont 


May 19—Armed 
Forces Day 


* See Sports Corner For Merchandising Campaign 


FIFTH WEEK 


May 26-June | 


Outdoor Living Fes- 
tival 


Maytime Is Gift- 
time 


“Outdoor Living Fes- 


tival (Cont.) 


(Wedding & Grad- 
uation Gifts) 


Summertime Appli- 
ances (Cont) 


Wheel Goods 
Cont 


Garden Grooming 


Time (Cont.) 


May 30—Memorial 
Day 








MERCHANDISING AHEAD 


Contests, tie-in advertising, industry advertis- 
ing and promotions offer retailers many opportu- 
nities to stimulate interest in buying merchandise 
in their stores in future weeks. 


GLASS CONTAINER GROUP has announced 
a national advertising and publicity campaign 
for household cleaning aids, packaged in glass, 
in April. Full-page, full-color ads in April issues 
of McCall’s, Good Housekeeping, Family Circle, 
and Woman’s Day magazines will help stimulate 
interest in these products. Ad will picture liquid 
polishes, bleaches, dishwashing detergents and 
window cleaners (without brand name identifica- 
tion). Retailers can tie-in their “spring clean- 
ing” aids displays with any brands they wish to 
promote. 


DEALER COOPERATIVE ADVERTISING 
PLAN, has been announced by Melnor Metal 
Products. The company will pay 50% of actual 
space cost of dealer, but their cost cannot exceed 
$20.00 for each advertisement placed. Space cost 
will be paid directly to dealer with a limit of six 
advertisements per dealer in any one calendar 
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year. Full details can be had from the company. 
For details circle 300 on inquiry card. 


TWENTY FREE VACATION TRIPS are being 
offered to hardware and building supply retailers 
as prizes in a contest sponsored by Owens- 
Corning Fiberglas Corporation, manufacturer of 
coated glass yarns and Fiberglas screen cloth. It 
will be based on in-store or window displays that 
include Fiberglas screening and will be judged on 
originality, appropriateness and customer appeal, 
with the greatest emphasis on the power of the 
display to build traffic. 

To avoid pitting small stores against big ones, 
prizes will be given in four sales-volume cate- 
gories: stores with annual volume under $60,000, 
between $60,000-$99,000, $100,000-$199,000, and 
more than $200,000. Five prizes will be awarded 
in each group. Each prize consists of a one-week 
home-to-home trip for two to any of four resorts 
—Bermuda, Nassau, Montreal or Mexico City— 
plus $50 in cash. Display must be maintained for 
at least 30 days during the period from April 1 to 
June 30, 1956. A Fiberglas representative will 
take a contest picture at no charge or the retailer 
may take one himself. Complete information and 
blanks may be obtained from wholesale salesmen. 
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MAY PROMOTIONS 
































Maytime Is 
Giftime 


Schedule: April 28-June 1 




















Mother's Day—Aril 28-May 11 
Brides Showers—May 12-18 























Bridegrooms Showers—May 19-25 
Weddings & Graduations—May 26-June 1 


OBJECTIVE—The month of May is literally 
full of gift occasions. This promotion ties them all 
into one package so that you can keep a gift-time 
promotion running from one end of the month to 
the other. First comes Mother’s day followed by 
brides shower, and a new one in the field, bride- 
grooms showers, and wedding and graduations. 











WIN DOWS—For those dealers who have lim- 
ited window space, we have designed a window 
background which can remain in the window 
throughout the entire month. The only change 
which will have to be made is the circular card 
which contains the name of the particular gift 
occasion. For example, the first card has on it 
“Mother’s Day.” This card comes out on May 12 
and is replaced by the brides shower card. 

The Background is actually a two-shelved unit 
made very simply by nailing wood, curtain rod 
poles, or 2 in. x 2 in., as shown, on both sides of 
the shelves in alternate designs. The sign is tacked 
on to each pole giving it a wavy effect. 














MOTHER’S DAY PROMOTIONS—A special 
stunt that should bring many mothers to your 
store could be labeled “Three Wishes for Mother.” 
Announce in all advertising that every mother 
who fills out a card in your store can name three 
items that she would like to have that is stocked 
in your store. Listing them in order of preference. 
These cards should be filed in alphabetical order. 

You can then notify every man who comes into 
the store that you are working this contest angle 
so that he can find out what his wife would like 
for Mother’s Day. You can have a drawing with 
these cards and the mother who wins will get her 
first choice as prize. 





























48 


























You can put a limit on this by allowing her to 
choose three items from a certain group of mer- 
chandise or by eliminating such things as major 
appliances, etc. 


BRIDES SHOWERS — Can be advertised ef- 
fectively by radio and newspaper ads. In both 
give a little information on how to conduct a 
shower. Suggest that the host can suggest a cer- 
tain type of shower such as bathroom shower, 
kitchen shower, utility shower, etc. This pinpoints 
the type of merchandise which should be given to 
the bride-to-be. 


BRIDEGROOM SHOWER—This is relatively 
new. It was suggested by a magazine last year 
and it has excellent possibilities in the hardware 
field. Here again you can use radio and newspaper 
ads to suggest how a bridegroom shower can be 
given. You may even get the local newspaper to 
go along with you on creating some publicity 
about this “new idea.” 


WEDDING AND GRADUATION—A special 
stunt to promote this would be to hire a good look- 
ing girl in a graduation cap and gown to stand 
at the entrance to your store and hand out diplo- 
mas to everybody who passes by. The diploma 
could be a rolled piece of paper, tied up in a black 
ribbon, which would contain a printed message 
telling the people that graduates would appreciate 
anyone of the type of gifts that could be procured 
from your store. List some ideas for boys and 
another list for girls. 


ROLL OUT THE BANNERS 





A CONTINUOUS BANNER was rolled out to make an 


attractive display of Mirro products. Banner is furnished 
in a 100-foot long roll, perforated for separation so that 
it can be used as table skirt, window banner, pillar display, 
etc. Comes as part of Mirro Cookware Festival.” — 
Aluminum Goods Manufacturing Company. 
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The WORD GETS AROUND... 


asout a GOOD THING 


® POO EE NA-ALUMINUM 
SCREEN DOORS 





STILL TOPS FOR SALES 


at no change 
in prices! 


pa 


STANDARD 






Earn more in 56 


Beautiful new metal 
display stands 


DE LUXE 








Sell Tropic’ere All-Alu- 
minum screen doors at 
°55 prices. New knob 
style latch and air closer 
optional. 





STANDARD~—Nationwide best seller at 
same low price! Packaged—ready to sell. '56 
grille twice as big at no extra charge! 


DELUXE—Rugged, yet graceful. Ready to 
sell. Ideal for “do-it-yourselfers.” 


O } GRAB EXTRA PROFITS with 
ALL-ALUMINUM GRILLES. 
4 PARMCO BIRD GRILLE—Designed for 


wood or metal door 32 or 36” wide. Shipped 
6 per carton. 


| OL O 
2. WAZ ©. 


PARMCO 6” 






PARMCO 12” GRILLE 

GRILLE Protects large area of 

32 or 36” wide. For wood or metal door 32 

wood or metal door. or 36” wide. Shipped 12 
Shipped 12 per car- per carton. 


ton. 





PARMCO INC., Ontario, California 


WANTED! 
New Dealers 
GENTLEMEN: Rush me information & prices on Tropic’ere. 


214 W..Main Ph. YUkon 6-5824 





NAME 
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MAY PROMOTIONS 





Water 
Systems 


Schedule: May 5-18 


OBJECTIVE—May is Water Systems Month. 
All major manufacturers of water systems will 
be pushing their products during this time and 
it behooves all dealers to tie-in with such pro- 
motions. 


WINDOW—Many manufacturers will be offer- 
ing special window display ideas along with post- 
ers, banners and other materials. We have de- 
signed a window which could possibly be adapted 
to use with posters, etc. from manufacturers. The 
sign is actually a white sheet of paper cut out 
to look like a big blob of water and can be pasted 
right on the inside of window. The small drops 
of water can be cut out of the same paper and 
pasted as shown. This should make a very effec- 
tive eyestopper even as simple as it is. It is sug- 
gested to use along with the sign a copper coil 
which can be pulled apart a little bit as shown 
and attached to the ceiling with a wire. The coil 
should attract a lot of attention as it will move 
by any major jarring. 


DIRECT MAIL ADVERTISING—On the en- 
velope can be placed the following copy in the 
lower left hand corner “. . . a means for better 
living.” You can have inside a mimeographed 
sheet which has the following lead copy: “water 
system is a means to better living! 

“Actually the water system is almost a push 
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WATER - = 
SYSTEMS > 
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button affair. You turn a tap and out comes water 
which had been carried by a pipe, not by you or 
other members of your family. By having it come 
out that easy there are many luxurious conve- 
niences that you can get around your home and 
farm. How about a quick shower on a warm after- 
noon? Turn the tap and you’ve got it with a water 
system. How about your wife being able to throw 
clothes into an automatic washing machine when- 
ever she feels like it? You’ve got the water car- 
ried over a system to be used automatically if you 
want it. How about an automatic dishwasher to 
relieve your wife of further work particularly 
when you have a big ‘gang’ in for supper? There 
is a very good life ahead of you with a new water 
system. 

“Tt might be a good idea to drop in and see us 
one of these days and take a peek at our various 
equipment. Also have us show you those things 
that can be tied up to this modern day water car- 
rier such as stall showers, automatic washers, 
automatic dishwashers, stock heaters, and the 
many other things that work only from water car- 
ried in pipes under pressure.” 

If you have a radio or newspaper in your town 
that has a good farm following, you can also use 
this with somewhat the same type of copy as 
suggested for your direct mail ad. 
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ARROW TACKERS... 
No.1 IN THE TRADE! 


ACCORDING TO-THE LATEST STORE-MARKET SURVEY BY. HARDWARE RETAILER 


ante ered cooly 


ARROW SELLS ONLY THROUGH THE TRADE! 


Don't confuse Arrow withvether gun tacker manufacturers! Arrow never Sells 
the consumefrdirectly!"We do hot.compete with our dealers! All consumer 
inquiries are turned“back to the.nearest dealer! 


ARROW’S SIMPLE BUY OR RENT POLICY! 

Arrow makes renting easy for your Customers:Bill your Customer the full 

price of the machine. He has option to return it at a rental charge of 50c 

per day. Records show that 95% of renters eventually buy their machines. 

And renting leads to the sale of many related products_such as Reynolds 

aluminum insulation, ceiling tile, siding, etc. Bi 
TT) 













MERICAy, 


ILDEp gy 


ARROW BACKS ITS LINE WITH 
POWERFUL ADVERTISING! 








732 GUN TACKER for light T50 Do-It-Yourself TACKER. HT50 One Hand HAMMER 105 4 Way Standard 


nailing jobs. Uses %,”, 4” Uses 4%”, 3”, ¥%”, 2”, TACKER. Uses 1”, %,”, %” STAPLER. Uses standard 
%,” light wire (.032) staples. %,” ee wire (.050) sta 2” staples 2” x V4” staples 
List Price: $9.50 ples... . List Price $12.00 List Price $16.50 List Price $4.25 





REGULAR FULL TRADE DISCOUNTS APPLY 








In stock at leading jobbers everywhere! Catalog and price sheets available on request! 


MRrroa w fAS TENER | by Z.. [Nc. ONE JUNIUS STREET, BROOKLYN 12, N.Y. 
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MAY PROMOTIONS 





Outdoor 
Living 


OBJECTIVE—This promotion is scheduled just 
before summer vacation. And is designed to col- 
lect all of your merchandise that can be suggested 
for outdoor living to be sold under one package 
promotion. 


MERCHANDISE TO SELL—Barbecues of all 
types are, of course, the first consideration for a 
promotion of this type. Umbrellas also come in 
the same category as do picnic tables. More and 
more hardware people are selling outdoor furni- 
ture, particularly chairs and camp stools. All 
kinds of barbecue accessories, servers, folding TV 
trays, plastic, glassware and casual dinnerware, 
beverage sets, pitchers, shakers, lazy suzans. 


WINDOW —A very effective and colorful 
window can be made by taking a section of wall- 
board and cutting it as shown after it is covered 
with a brick design wallpaper. Attach slats and 
the sign at the bottom of the angled slat. Color 
is also gained by displaying an outdoor umbrella. 
Beverage set is shown on a cross-section slab of 
either redwood or fir which is laid on a galvan- 
ized tub. 


IN-STORE DISPLAY—If you can find the room 
it would be a good idea to set up an area close to 
the entrance with a wallboard covered with brick 
designed wallpaper such as the background used 
in window. In front of this place a barbecue and 
have it going all day long with a chef or a gal 
barbecuing hot dogs or hamburger. It is desirable 
to have a good display of outdoor living items 
around this barbecue in action, particularly bar- 
becue accessories. 
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DIRECT MAIL ADVERTISING—If you plan to 
have a barbecue in action within your store, send 
out invitations to come and see how this works 
and to taste the delicious food that can be pre- 
pared by barbecues An alternate idea if you don’t 
have the barbecue in action would be to send out 
a check list of items for outdoor living. 


RADIO AD — “It’s almost time to move out- 
doors. It’s a real luxury to be outdoors reading, 
listening to good radio or phonograph music, or 
to entertain with a barbecued meal or with just 
cooling beverages. This is a luxury available to 
everyone, all you have to have is an outdoors. The 
has just the things you want to 
put in this area for comfortable outdoor living 
and entertaining guests.” 





NEWSPAPER AD—Some of the copy idea 
from the radio ad could be adapted to your lead 
in your newspaper ad. You can probably find an 
illustration in your newspaper cut file that shows 
a family in an outdoor area barbecuing, etc. Also 
use mats of various items that you have for sale. 
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Diana Lynn 
and | have 
two things 
to tell 
paint dealers! 














unning the biggest 


int is r 
Generel = the history 


advertising campaign In 
of “Sunset”— 






r store 
unique 





General Paint is making you 
the store of stars.-- with a 
merchandising plan that helps you 
sell not only paint, but a wealth of 
other items, related and unrelated. 








Full page 4-color ads in every oe 
issue, featuring me and other = y- 
wood personalities — pre-selling 
General Paint for you! 



















Look for me in the April 


For more information on edition of “Sunset” sell- 
how you can “be par- 





ing your prospects on | 
ticular... profit with g9Y e P 
General,” call your General Paint. 


nearest General Paint 
office collect. 


General Paints 


GENERAL PAINT CORPORATION. Dealers and branches throughout the West and Southwest. 
Administrative office; P.O. Box 3474 Rincon Annex, San Francisco 19 
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ight Fishing “Portwors’.. 
You Can Sell in Volume = 
The Season 'Round “TRAVELITE” 


It blinks — beams — or 

nee and beams! Red 

- cS & a lashing top light. Pivot 

Backed by Sales-impelling national advertising, base fo position light in 


wide arc. Twin switches 
operate both lights singly 


“EMPIRE” Lanterns keep moving in steady, profit- or tegether. Plastic hendie. 


able volume to sportsmen, vacationers, motor- 
ists — everyone wanting the finest in 
dependable portable outdoor light. 


Make 1956 a record season with 
these three popular “EMPIRE” s 
leaders ... Others to choose from! ; FOCAL-RAY 


a e Pivot Base swings beam 

TWIN-LITE a. : , in full circle. Change from 
Two switches light either bulb a hes } | faa spot-beam to bright 
off e a ae ' flood at turn of lens 

base spots beam up and down head. Plastic handle. 


— stays put on many angles. , | f No. 900—$3.95* 
No. 872—$4.95* . > *Slightly Higher In West 


Tic METAL WARE Corporation TWO RIVERS, WISCONSIN 


CHICAGO, Merchandise Mart * NEW YORK, 200 5th Avenue 


or both at once. Exclusive pivot 
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DISPLAY SOUTH BEND DOLL CARRIAGES 








— 


_... and catch all of the family! 


Toy displays are traffic builders—and profit builders! Famous 
South Bend Doll Carriages are a Want item in almost every house- 
hold! Display carriages, furniture—and get all from South Bend 


—you’ll save time and money. 


COMPLETE LINE. A model and a price to fit every family purse! 28 
models of folding doll carriages, doll strollers, fibre carriages; 11 table and 


chair sets, musical rockers, red chairs; 14 croquet sets. 


“One Source” Shipments Save Money! South Bend’s Freight Saving 
Plan combines carriages, croquet, and furniture in full or pool car ship- 


ments. Easier, cheaper buying! 





JUVENILE FURNITURE, TOO! 


New colorful ‘56 line of 
croquet. Boasts eight 
outstanding features. 14 
models priced right with 
pocket-book appea!! 


SALES REPRESENTATIVES 











East— Julius Levenson, 7 East 17th Street, N.Y. 
Midwest—Sovth Bend Toy Mfg. Co., South Bend, Indiana 


South—Lovis Williams & Co., 3rd National Bank Building, 
Nashville, Tennessee 





Denver & Pacific N.W.—Leo Scherrer, 2840 West 93rd Street, 
Seattle 7, Washington 


California & $.W.— Anderson Sales Company, 2330 West 
Third Street, Los Angeles 57, California 
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Extra Sales Worth Shooting For in ‘56 


hile there is no disputing the 

fact that hunters and fisher- 
men are the backbone of the 
sports department, there is also 
no disputing the fact that the 
activities of the Nimrods and 
the Waltonians, buying-wise as 
well as sports-wise, is relatively 
limited to definite seasons of the 
year. 


In other words there is a prac- 
tical limit to the amount of con- 
ventional gear that can be sold 
in a given area. While most 
fishermen can only use so many 
rods and reels, and the average 
hunter needs just so much artil- 
lery, there is no limit to the 
amount of accessories and allied 
sports gear that these same cus- 
tomers will buy. 


Americans are Taking to the 
Waterways 


One particular field where 
both hunters and fishermen are 


APRIL 1956 


expanding their activities and 
expenditures is in the boating, 
and particulary in the outboard 
motor field. Boating is fast be- 
coming a sport for the millions 
rather than for millionaires, and 
the rapid advances in boat build- 
ing has had much to do with 
this. Today’s craft, made of fi- 
ber-glass, or wood with fiber- 
glass covering, or aluminum, 
requires no painting, calking, or 
careful storage out of the sun 
and weather, are especially de- 
signed for use with motors and 
to provide speed with seaworthi- 
ness, safety and comfort. 

In addition to the many mil- 
lions of persons who have pur- 
chased boats and motors for 
various recreational activities, 
most fishermen and hunters of 
waterfowl now realize that a 
boat and some type of kicker is 
a necessity if they hope to reach 
the hot spots where the fish are 
striking or the birds feeding. 


The potential in the boating 
field is indicated by the state- 
ment of H. B. Atwater, president 
of Scott- Atwater Manufactur- 
ing Company, that 30 million 
persons were expected to par- 
ticipate in boating during 1955. 

In this market, where the 
American people, according to 
published reports by govermen- 
tal and various industrial 
groups, will spend twice as much 
for recreational activities as 
they do for new cars or durable 
goods for the home, and half 
again as much as is spent on 
clothing or shelter, someone is 
going to get that business. In 
many areas where the hardware 
store has not filled the need of 
boating customers, specialty 
stores have moved in and if you 
don’t believe they are going to 
survive, just drive by some 
weekday or some Sunday and 
count the men, women and chil- 
dren that are at least interested 
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BOUGHT MY FIRST 
D+M GLOVE IN THIS 
SAME HARDWARE | 
STORESS YearRSAGO! 4 





UMBERLAN 


and you sell a short 
but complete line. 
Hunting and fishing clothes for every sportsman. 


You’re three steps ahead of competition when you sell 
the great new Cumberland ’56 line. First, Cumberland 
gives you a short, yet complete line . . . everything your 
customers want with less inventory needed. Second, 
Cumberland products are packaged in attractive, sales- 
appealing re-usable plastic bags. Easy to handle and 
keep clean in stock. Third, Cumberland products are 

ity and sales leaders . . . backed by the famous 
apatco name—symbol of quality for 75 years. Ask 
your jobber for Cumberland or write us. 








That’s right . . . in fact > 
grandpa could have bought 


= wre 


aD & M glove in a hard- 
ware store when he was 
just a youngster! Down 
through the years, Draper- 
Maynard has been a 

leader in selling through 
hardware stores. The 1956 
line of D & M Baseball 
equipment is the finest 

in the company’s history— 
a sure profit-maker for 
you. For regular profits 
call your D & M 


wholesaler or write. 


Complete catalogs available. 


#1367 FISHING VEST 

A popular, fast-selling vest with pockets 
gclore. Made of Fisherman's poplin, 
water repellent treated. Back lined 
with soft Buffalo Plaid. Zipper front. 
Sizes: Small, Medium, Large and Ex. 
Large. Color: Outdoor Green. Packed 
in a transporent plastic bag. 





#1559 HANDY ANDY 
The number one Cumberland profit 
builder and the handiest piece of equip- 
ment any fisherman can own, Made of 
Fisherman's Poplin in Outdoor Green 
color, water repellent treated. Pockets 
and more pockets for plugs, reels, fly 
boxes, etc. One size—packed in a 
transparent re-usable plastic bag. 





“CUMBERED” 


‘gyea* 
tome 
pisnie® é 


AND 


#1762 SKELETON 
SHELL VEST 


Brand new for ‘56 and 
sure to be a big seller. 
Designed and manvfac- 
tured upon request from 
the trade for an extremely 
lightweight, low priced, 
comfortably styled goar- 
ment with lots of ammuni- 
tion space. Brush and 
Bramble Brown color. 
Sizes: Small, Medium, 
large and Ex. Large. 
Packed in a plastic bag. 


Sihianeemet THE AMERICAN PAD & TEXTILE CO. 


Spo rts Equipment SPORTSWEAR DIVISION 
GREENFIELD, OHIO 
CINCINNATI 32, OHIO 
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enough to stop and look at the 
boats, motors and accessories. 
You might even see a few of 
these lookers walking out with 
a new rod, or a few decoys, that 
they picked up in what is pri- 
marily a boat shop. 

Closely allied with the boat- 
ing fraternity are the water 
enthusiasts who go in for riding 
the waves on water skis, and a 
hardy group of male and female 
skin-divers who like to do their 
playing under the waves. A boat 
and some kind of power package 
is a necessity with both groups, 
and both groups are finding 
their gear outdated almost year 
to year as new improvements 
and new materials come on the 


market. This points up the fact 
that sales aren’t necessarily 
limited to the newly initiated. 


Camping-out Popular With Entire 
Family 


Another area where the same 
merchandise that is stocked for 
the hunting and fishing tribe can 
be expanded to include a greater 
selection to capture those extra 
sales is in the picnic and camp- 
ing supplies department. 

Now that paid vacations are 
the rule rather than the excep- 
tion, and with the trend toward 
longer vacation, two, and three 
weeks and in some instances as 
much as a full month, the family 
unit has hit upon the camping 


vacation as an ideal way of cut- 
ing expenses while spreading the 
vacation over a longer period 
of time. 

The state and federal agencies 
that maintain parks and recrea- 
tional areas are well aware of 
this trend back to nature and 
are hard put to maintain facili- 
ties to meet the demand. In 
fact, many municipalities, even 
relatively small cities of 25,000 
or less population, are now 
operating mountain and sea- 
shore areas, often many hun- 
dreds of miles away, for the 
benefit of their citizens who 
want to rough-it for a few days 
or weeks in a supervised area at 
a nominal cost. 


SPORTS PROMOTION of the MONTH 


(Scheduled on our calendar, 
page 47, for May 12-25) 
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OBJECTIVE —This promotion is designed to 
stimplate interest and help sell vacation-time 
sports gear starting just prior to the summer 
months that weather and tradition have com- 
bined to make vacation-time from jobs and school. 


WINDOW—Colorful travel folders, especially 
those with pictures of wooded mountain areas and 
mountain streams, that can be secured from near- 
est travel agency, should also be pinned on avail- 
able walls or backdrop if used with window. 


IN-STORE DISPLA Y—Naturally the merchan- 
dise, in a wider assortment than it is possible to 
show in one window, should be displayed to tie-in 
with window. Signs, on either cardboard or wood, 
to tie-in with the “Vacation Time Sports” theme 
should be used in the various sections of the de- 
partment. Here again travel folders can be used 
effectively by using one picturing a boating area, 
showing lake and set shore scenes, in the boating, 
outboard motor and fishing sections, anether de- 
picting a beautiful golf course, archery range, etc., 
in these sections. 

These folders can be quite effective in helping 
customers make up their minds about where they 
want to go on a vacation, and if displayed so that 
customers can read print and directions, can help 
him in choosing camp sites, routes, etc. 





THE BEAUTIFUL NEW 
ALL-METAL ATLANTIC 
LONG TAPES 


100 FT. 


Long on profit... 
Long on value... 
Low in price! 





MOST BEAUTIFUL CASE ON THE 
MARKET! Handsome and durable. 
Can't pull apart! The greatest 
improvement in tape design in 
years! Extra-thick chrome finish! 


Priced at $4.45 and $6.65 retail. 
Slightly higher in Canada. Finest in 
quality and performance. 


Blade has clear, bold markings 

. . unusually tough finish... 
special sure-grip measuring hook 
at tip! 


Packed individually in eye-catch- 
ing display box. 





Write for Price and Catalog Information 


ALSO AVAILABLE 
The Practical and Popular 
PLASTIC CASE ATLANTIC 
25—50—75—100 FOOTERS 
LOWEST PRICES FOR LONG HG . ss 
FROM $2.59 RETAIL 
10 ONLY $4.75 for a 100 Footer. 
UNBREAKABLE, RUGGED PLASTIC CASE... 
With a Fine, Clearly-marked Blade... 
One 








of the 
FASTEST SELLING TAPES 
in America! 


AVAILABLE NOW... 





IN ALL FOUR POPULAR LONG SIZES 


Every Atlantic product 
unconditionally guaranteed by 


AYIVANN TG 

















INDUSTRIAL CORPORATION 
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Family Unit Requires Wider 
Stock of Merchandise 


The same camp gear that will 
suffice for the hunter or fisher- 
man-husband will not fill the bill 
for the housewife seeking camp- 
ing equipment for the entire 


| family. The stock of one- and 


two-burner camp stoves, ideal 
for “packing-in” to some remote 
lake or stream, should be aug- 
mented with larger four-burner 
units for the housewife who 
will want to feed her family 
more than just a few fried fish. 


A partial list of camping gear 
that will ultimately be needed 
and probably purchased by a 
camping-minded family will in- 
clude first of all a tent, camp 
cots, sleeping bags, portable 
stove, portable table and chairs, 
portable ice chest, and of course 
the cooking utensils, axes, and 
rope that are practically neces- 
sities for “roughing-it’ 1956 
style. 


These items listed above are 
only sufficient to set up a base 
camp for eating and sleeping 
purposes, This family, that is 
typical, or fast becoming typical 
of pleasure-seeking Americans, 
will spend their free hours in 
pursuit of their favorite hobbies 
which will find the family auto- 
mobile loaded down, or pulling 
everything from the aforesaid 
boat, golf gear, archery equip- 
ment, hunting and fishing para- 
phernalia, ball games of every 
sort for young and adults alike, 
tennis rackets, horseshoes, and 
on down the line of things that 
man has devised to amuse him- 
self. 


And these customers are not 
sparing the horses when it comes 
to buying this gear. Perhaps be- 
cause they are accustomed to 
more power, more speed in their 
automobiles they are demanding 
and getting more horsepower 
and speed in their boats and 
motors, more action and service- 
ability in their rods and reel, and 
many golfers who take up the 
game for the exercise soon find 
themselves in the market for a 
powered scooter to carry them 
from green to green, or at the 
least a golf cart with wheels to 


| carry their clubs. 


Sportsmen Are Shutter-Bugs Too 


Those stores that have added 
a camera shop as an integral 
part of the sports department 
have found this an excellent 
method of getting those extra 
sales. This is a department that 
should have cameras in all 
ranges from the least expensive 
to the professional models, as 
the amateurs who start snapping 
the shutter of a box-type 
camera, or other inexpensive 
models, will as they become more 
proficient invariably start look- 
ing at something with wider 
choice of lens opening, faster 
shutter speeds, built-in range 
finders and the other improve- 
ments that are found only on 
more expensive models. 


It should be pointed out here 
that a camera is in some respects 
like a fishing rod—just the ini- 
tial investment—and just as you 
need a reel, line, hooks, lures, 
tackle boxes, etc, before one can 
hail forth as a fisherman, so the 
camera bug needs a long list of 
accessories before he journeys 
forth to snap his first picture. 


First he needs film, flash at- 
tachment, flash bulbs, batteries, 
light meter, tripod, and if he 
decides to do his developing, then 
another long list of related gear. 


All of the merchandise that 
can conceivably be sold through 
the sports department is de- 
signed to make more enjoyable 
the recreational and hobby-time 
activities of the American peo- 
ple. The U.S. Treasury Depart- 
ment indicated that a large seg- 


ment of the population takes 


time out each year to relax and 
play. In a letter released by the 
department regarding a recent 
survey they estimated that 60 
million Americans took vaca- 
tions last year. 


This play-time indulged in by 
all economic segments of our 
population is big business. It’s 
big business and all indications 
are that it will be bigger and 
bigger each year for those who 
go after those extra sales by 
stocking the merchandise in de- 
mand and who follow an aggres- 
sive merchandising program to 
get that extra business. 
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INZ EY presents the 









T. M. Reg. 


PORTABLE ICE CRUSHER 


newest addition to the famous 
family of Dazey ice crushers! 








USE-TESTED 









EXCLUSIVE “NON-DRIP” FEATURE— Only 
DAZEY gives you “Non-Drip” operation. 
When top section is removed and placed 
in up-side down position, it stands upright. 
Will not drip on table top. 
















FAMOUS DAZEY WALL-TYPE 


Set it anywhere and use it! “TRIPLE” 
Jumbo-sized, heavy duty ice cup! Ice Crusher 


OVER 3 MILLION 











BIG, BOLD AND BEAUTIFUL! That’s the new DAZEY NOW IN USE! The 
Iceramic Portable Ice Crusher! With its smart, futuristic DAZEY “Triple” is 
styling, jumbo capacity and streamlined handle, the new the original ice 
Iceramic Portable needs no stand. Operates on any flat sur- crusher and the on- 
face (not just at table’s edge). Better order plenty. [ceramic ly one that crushes 
is sure to be the year’s best seller. Retails from $10.95. See fine, medium and 
your DAZEY distributor. coarse. Fits any 
c DAZEY wall brack- 





@ Functional “tear drop’ handle permits operation anywhere on table 
(not just at table’s edge). 

@ Large, non-marring rubber disc on base. Rustproof handle and body. 

@ Wide variety of smart colors including turquoise, pink, red, yellow, 
white, all-chrome and copper. 


Pre-sold by biggest ad drive in the industry! 





et. In variety of col- 
ors, including all- 
chrome and copper. 


Retails from $9.95. 












LIVING 
eee 


ys “’ | DAZEY 





St. Lovis 7, Mo 
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Use Inquiry Postcard for Further Information About NEW 





peg BRILL SHOP” 


me 
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COMPLETE WORKSHOP is com- 
bined in Arco’s Drill Shop which con- 
verts any 4%” electric drill into handy 
bench tool for power polishing, grind- 
ing and wire brushing. Stand can be 
placed on any flat surface and strong 
clamp holds drill vibration-free. — 
Arrow Metal Products Co. 
For Details Circle 162 on INQUIRY CARD 


DEALERS can offer customers a floor 
polisher valued at $49.95, for only one 
cent when sold with Universal’s Turbo 
Jet cleaner which sells with seven 
attachments for $99.91. Polisher 
waxes, polishes, buffs and scrubs, giv- 
ing a lustrous new look to all floor 
surfaces. Landers, Frary & Clark. 
For Details Circle 163 on INQUIRY CARD 





UNIQUE ALARM with snooze fea- 
ture, operates the same as regular 
alarm with exception that when the 
alarm goes on, owner gains 15 minutes 
more sleep by depressing Snooze- 
Alarm button on top of clock.—Gen- 
eral Electric Company. 
For Details Circle 164 on INQUIRY CARD 
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SURE-SELLER is this brass and 
wrought-iron record caddy which 
holds 40 records, 45’s, 78’s or 33’s. 
Fashioned with lustre-bright, heavy, 
brass plating and genuine Bonderite 
black wrought-iron finish, caddy may 
be easily carried from room to room. 
Suggested retail price $1.89.—Artistic 
Wire Products Company. 
For Details Circle 165 on INQUIRY CARD 





WATERLESS air conditioner with 
remote condensers produces a com- 
pletely balanced system. Since each 
component is balanced with the com- 
plete system, home owners reap the 
benefit of saving in electrical consump- 
tion and lower operating costs. Units 
are easily installed.—Perfection In- 
dustries. 
For Details Circle 166 on INQUIRY CARD 


LIFE OF THE PARTY, the Burgie 
Musical Beer Can instantly plays 
theme song to melody of “Clementine” 
when lifted from bar, tray or coffee- 
table. Genuine Swiss works will last 
for years. Retails for $3.50.—David 
M. Cook & Associates. 
For Details Circle 167 on INQUIRY CARD 





STEP-ON CAN in gleaming chrome, 
warmtoned copper, decorator colors 
and combinations of chrome or copper 
with baked enamel, features super- 
size triangular treadle. Porcelain in- 
set is stain and acid resistant.—Emco 
Porcelain Enamel Co., Inc. 
For Details Circle 168 on INQUIRY CARD 


INEXPENSIVE Lazy Susan, selling 
for $9.95, of gleaming chrome-plated 
steel, has four cut-glass sections and 
center casserole with chrome cover. 
Rim is surrounded by a canape section. 
Has ball bearing king-size chrome 
base.—The Kromex Corporation. 
For Details Circle 169 on INQUIRY CARD 


ies Starrett heck Fei° cement 


- SP Storcett’ Fifiee ee 





COLOR -IDENTIFIED to make it 
easy to select and use the right blade, 
all three types of Starrett’s power and 
hand hacksaw blades have special 
characteristics for faster, easier cut- 
ting and longer blade life.—The L. S. 
Starrett Company. 
For Details Circle 170 on INQUIRY CARD 
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More evidence you sell the best 
when you sell RB&W fasteners 


See how some fasteners are toughened 
up at RB&W. They’re being GAS car- 
burized ...a method for surface-hard- 
ening that’s head and shoulders above 
the usual bath-type treatments. 


In this gas chamber, fasteners get 
deeper, more uniform case hardness, 
and controlled core strength. You may 
not handle the type of fasteners which 
require surface-hardening, but this 
operation shows why all RB&W fas- 
teners give such satisfactory service. 
They’re made by the best methods, on 
the finest equipment. 

No wonder RB&W fasteners have 
gained the reputation for delivering 
top quality at competitive prices. 


3e sure you’re supplying your custom- 
ers with the best. Specify the RB&W 


APRIL 1956 


line to your distributor, or write 
Russell, Burdsall & Ward Bolt and Nut 
Co., P. O. Box 3336 — Terminal Annex, 
Los Angeles 54, California. 


110th year 


Piants at: Los Angeles, Calif.; Port Chester, N. Y., 
Coraopolis, Pa.; Rock Falls, lll.; Additional sales 
offices at: San Francisco; Dallas; Ardmore (Phila.), 
Pa.; Pittsburgh; Detroit; Chicago. Sales agents 
at Seattie; Denver; Milwaukee; New Orleans. Dis- 
tributors from coast to coast. 

For Details Circle 47 on INQUIRY CARD 
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FIVE GOOD REASONS WHY 
IT PAYS TO STOCK 
RB&W FASTENERS 


1. The most complete line 
in the field. 


2. Uniform quality through- 
out the line. 


3. Complete 
supply. 


reliability of 


4. Fast, accurate and friend- 
ly service. 


5. The original ‘‘upside- 
down" package — extra 
strong for no-spill, quick 
and easy handling. 





ii 
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rope customers are sold 
on TUBBS self-serv cartons 


Fast moving, easy handling Tubbs Rope practically sells itself 
when displayed in attractive self-serv cartons. Premeasured and connected 100 
foot coils speed up sales and boost profits. You'll increase your rope volume too 
because you sell coils, not odd lengths. Available in Manila, Sisal or Cotton Rope 


in four popular sizes: 4”, %6", ¥%” and V2”. 


TUBBS READY-MEASURED BOXED COILS... 


are factory measured and marked every 5 feet — ideal for 
small or odd-length orders. You save selling time because you 
simply count and cut. The convenient carton makes an 
attractive display for counter or floor — keeps rope clean and 
eliminates troublesome snarls. Available in Manila or Sisal — 
4 sizes: V4", 46", 3/9” and 1/2” 


TUBBS STANDARD COILS... 

are available in 1200-ft. full coils and 600 ft. half coils in 

a complete range of sizes for quantity orders. Grades of rope 
include Extra Superior Manila, Rancho Manila and Victory Sisal. 
Tubbs also makes a number of special purpose ropes with 


special treatments and lays to meet specific requirements. 





TUBBS ¢smrany 


For free copy of useful, pocket-size booklet, “Selection, Use and Care of Rope,"’ and litera- 


ture on Tubbs packaged rope, write Dept. HW-4 
For Details Circle 48 on INQUIRY CARD 


NEW PRODUCTS 












































WOODEN WINDOWS can be hung 
inexpensively, without weights, chains, 
pulleys, etc., with Glide-Lock Window 
Control. One man can do job in five 
to ten minutes and only exposed part 
is tip of a brass plunger pin.—Mc- 
Clary Manufacturing Co. 
For Details Circle 171 on INQUIRY CARD 


a Be 


GRAVITY TYPE HINGES for dwarf 
louvre type doors are of the pivot 
type which will not sag, and single 
size can be used for dwarf doors 34” 
to 1%,” thick. One type H8007 has a 
hold-open feature which is often de- 
sirable when doors are located be- 
tween rooms. Chicago Spring Hinge 
Co. 
For Details Circle 172 on INQUIRY CARD 


HANGING 
SCALE, the Vi- 
king Jr., has ca- 
pacity of 25 
pounds, and is 
carded to in- 
crease sales with 
housewives, fish- 
ermen, gardeners, 
ete. Pre-tested 
for accuracy, 
seale retails for 
88 cents. — Han- 
son Scale Co. 


For Details Circle 173 
on INQUIRY CARD 
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360 well-located distributors assure you 
fast delivery of PYREX ware! 


| 
ALMOST IMMEDIATE DELIVERY GIVES YOU FASTER i | 
TURNOVER WITH CONTROLLED INVENTORY + 


HEREVER you are, there’s a PYREX 
Ware distributor nearby, ready to 
give you prompt, efficient service. 


e This lets you save storage space, and 
gives you tight control over your inven- 
tory of fast-moving PYREX Ware. But 
that’s just part of the picture. Look at 
this list of five main advantages you get 
with PYREX Ware. 





1. TOP CONSUMER ACCEPTANCE. 
PYREX Ware is the acknowledged leader 
in the field. 


2. COMPLETE LINE. There’s a PYREX 
Ware dish for every cooking need. 


3. MORE MARK-UP. PYREX Ware gives 
you greater than average margin of profit. 


4, NEARBY DISTRIBUTOR. You get almost 
immediate delivery, which means faster 
turnover with a controlled inventory. 


5. NEGLIGIBLE MARK-DOWNS—and no 


workroom costs. 














Limited offer...SAVE 15¢ on 
PYREX Flavor-Saver Pie Plates 
Regular 59c value — only 44c 


e This special offer, ending April 30th, 
1956, is going out to the 40,130,000 readers 
of Ladies’ Home Journal, Better Homes & 
Gardens, Family Circle, True Story, and 
Progressive Farmer. You know many of 
your own customers will see it. And they'll 
see it in full pages! So check your inventory 
now, and order what you need from your 
nearest PYREX Ware distributor. 


Kemembet ~YOUR PYREX WARE INVESTMENT 
WORKS TWICE AS HARD FOR YOU! 











CORNING GLASS WORKS, CONSUMER PRODUCTS DIVISION, CORNING, N. Y. 


VISIT THE CORNING GLASS CENTER, CORNING, N, Y. “PYREX” is a registered trademark in the U. S. of Corning Glass Works, Corning, N. Y. 


For Details Circle 49 on INQUIRY CARD 
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“LET THE SHORT BILLED 
WORKIN’ BIRD MAKE YOUR 
WORK EASIER,” 12 page pocket- 
size booklet in two colors with car- 
toon illustrations, published by F. E. 
Myers & Bro. Co. Booklet describes 
various ways that soft water can be 
used to advantage for laundry, house- 
cleaning and personal cleanliness. It 
also shows the new Myers water soft- 
eners and other water conditioning 
units and tells how the householder 
can obtain a free test of his water 
supply. 

For Details Circle 200 on INQUIRY CARD 


EXPANSION IN STEEL, 16 page 
pocket size booklet profusely illus- 
trated with half-tones, charts and line 
drawings, published by American Iron 
and Steel Institute. This booklet 
states that 50 million tons in new 
capacity is planned in the next three 
years. The book gives an excellent 
analysis of the growth of the steel 
business in recent years and compares 
it with the production in other coun- 
tries. This is a very interesting and 
informative booklet. 

For Details Circle 201 on INQUIRY CARD 


WELLER SABRE SAW catalog 
sheet made available by the Weller 
Electric Corporation. This tool is 
seven saws in one—rip, crosscut, cop- 
ing, jig, band, keyhole and scroll. The 
sheet gives a complete description of 
the tool and its applications. 

For Details Circle 202 on INQUIRY CARD 


REMINGTON RAND  ARISTO- 
CRAT IV (LBV-690), catalog of qual- 
ity filing equipment, contains over 40 
illustrations of different units de- 
signed for filing correspondence, 
cards, bills, ledgers, etc.; published 
by Remington Rand, a division of 
Sperry Rand Corporation. 

For Details Circle 203 on INQUIRY CARD 
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“SET” YOUR OWN TYPE catalog, 
24 pages, showing in actual size the 
various styles of type faces available 
in alphabet sheets, published by Cello- 
Tak Lettering Corporation, 131 W. 
45th St., New York 36, N. Y. The 
alphabets are printed on micro-thin 
transparent acetate and are claimed 
to be very helpful in carrying display 
captions for offset, litho, engraving, 
silk screen, etc. 

For Details Circle 204 on INQUIRY CARD 


“HOW TO USE HAND HACK 
SAWS,” pocket-size booklet, contain- 
ing interesting photos and sketches 
along with advice on how to use hack 
saws, published by The Capewell 
Manufacturing Company. 

For Details Circle 205 on INQUIRY CARD 


GOLDBLATT TOOL CATALOG is 
larger in size, profusely illustrated, 
and lists and prices over 1,100 tools. 
Most of these are also illustrated; and 
this year, for the first time, the ad- 
dition of color adds interest and 
realism to the catalog. 
For Details Circle 206 on INQUIRY CARD 


WELLER POWER SANDER AND 
POLISHER catalog sheet made avail- 
able by Weller Electric Corporation, 
describes features of new Weller 
Model 700 Power Sander and Polisher. 
The tool retailing for $14.95 features 
straight-line reciprocal action for 
smooth finishing of wood and is ideal 
for rubbing, waxing and polishing 
jobs. 

For Details Circle 207 on INQUIRY CARD 


STERLING HARDWARE, catalog 
No. 19, 24 pages, profusely illustrated 
in line drawings and halftones, pub- 
lished by Sterling Hardware Manu- 
facturing Co. Gives a complete buy- 
ing guide to Sterling sliding door 
hardware, designed to aid architects 
in preparing specifications, to help 
builders select correct hardware and 
to assist dealers in ordering and 
selling. 

For Details Circle 208 on INQUIRY CARD 


“INVITATION TO LEARNING,” 
8-page illustrated booklet, published 
by Remington Rand, a division of 
Sperry Rand Corporation, for execu- 
tives who wish to enhance their 
knowledge of business systems and 
equipment. 

For Details Circle 209 on INQUIRY CARD 


A NEW NATIONAL BUY-WORD, 
a brochure showing in color the vari- 
ous ads used by Dish-Quik Co. The 
illustrations show Dish-Quik, the all- 
in-one faucet dishwasher installed in 
various kitchens. 

For Details Circle 210 on INQUIRY CARD 


“SPORTY ... LIGHT SALT WA- 
TER FISHING,” 16-page pocket-size 
booklet, profusely illustrated, pub- 
lished by Shakespeare Company. 
Booklet gives advice on this type of 
fishing and shows all the various 
types of equipment and supplies 
needed. Room on back of booklet 
allows for imprinting of dealers name. 

For Details Circle 211 on INQUIRY CARD 
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BOOKS—For Sale and Resale 





Please do not send money to 
HARDWARE WORLD on any 
publication which has a charge 
listing. Merely circle number on 
card and the firm or association 
will contact you regarding pay- 
ment. 











HOW TO PAINT YOUR WOOD 
HOME, 28-page, three-color booklet, 
published by the National Lumber 
Manufacturers Association and the 
National Paint, Varnish and Lacquer 
Association, Inc. Price, single copies 
25¢ each. Prices for bulk copies for 
promotional purposes available upon 
inquiry. 

This book has the answers for paint 
sales personnel, customers, home 
buyers and home planners, according 
to the publishers. It gives such an- 
swers as how often to paint, how to 
determine the quantity of paint 
needed, how to prepare exterior wood 
surfaces for painting, how to prevent 
blistering, peeling and other troubles, 
types of house paint and the proper- 
ties of various paint formulations, 
proper paint application procedure, 
proper house construction to assure 
satisfactory paint performance, cor- 
rection and prevention of common 
paint problems, and many other 
thoughts that come into the minds of 
the buyers of paint. Ample space is 
provided on each booklet for dealer 
imprint. 

For Details Circle 225 on INQUIRY CARD 


DISCOVERY TRIPS IN WASH- 
INGTON, 96 pages, 11x8%, heavily 
illustrated with halftones, published 
by Lane Publishing Co., price $1.50. 

The book introduces the reader to 
the principal vacation areas in Wash- 
ington and gives ideas for discovery 
trips in all corners of the “Evergreen 
State.” There are many types of 
trips outlined with highlights of trips 
for just riding, camping, roughing it, 
etc. It also gives accommodations for 
overnight or longer stays. Map sec- 
tions are also shown throughout the 
book along with beautiful photo- 
graphic reproductions of many places 
in the state. 

For Details Circle 226 on INQUIRY CARD 


FARMSTEAD WIRING HAND- 
BOOK, 48-page manual offered by the 





Industry Committee on Interior Wir- | 


ing Design, sets down list of minimum 
recommendations which in the elec- 
tric industry’s opinion are necessary 
if farm is to be adequately wired for 
present and future needs. Manual is 
designed for use by agricultural col- 
leges, electric power suppliers, archi- 
tects, engineers, builders, electrical 


contractors, and lending institutions | 


as well as farmers. Price 50¢. 
For Details Circle 227 on INQUIRY CARD 
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| MANUFACTURED BY BOONTON MOLDING CO., BOONTON, N. Js 





Event #2 in the Boontonware Program: 








New Bridal Window Display 
brings you profitable new business! 
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Big, full color blow-up of illustration in Boontonware’s ““Guide For The 
Bride” ad makes perfect window back-drop. Adjustable wing at side permits 
use in 4’, 6’ or 8 windows. 




















Now, the second big feature in Boontonware’s powerful Mer- 
chandising Program for’56—your May-June Brides’ promotion. 
Designed by Boontonware to help you get your share of the 
profitable bridal business. Backed by Boontonware in their 
national advertising appearing in “Guide For The Bride.” 
Promoted by Boontonware in nation-wide publicity. This is 
just another example of Boontonware’s continuing program to 
enable you to maintain “‘top figures’’ in every season through- 
out the year. 


The BOONTONWARE program delivers sales! 


In ’55, and now in ’56 hardware and housewares stores have 
seen the results of the Boontonware program. They’ ve seen it 
pay off with more customers, better unit sales, bigger total 
volume. What’s more, they’ve attracted new customers, cus- 
tomers who have begun to form the habit of shopping in these 
stores and who will keep bringing in repeat business. 





































































































Now is the time to join the Boontonware Program. Ask your 
Boontonware representative for all the details today. 


conlenWane 


MELMAC® DINNERWARE AT ITS FINEST 
































For Details Circle 50 on INQUIRY CARD 
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BOOKS—For Sale or Resale 


U. S. DEPARTMENT OF AGRI- 
CULTURE HANDBOOK No. 73, by 
L. O. Anderson and O. C. Heyer, 
prepared by the U. S. Forest Products 
Laboratory. Available from the Su- 
perintendent of Documents, Washing- 
ton, D. C. Price 65¢ per copy. 

According to the authors, this 
book may give dealers an opportunity 
to add to their own building knowl- 
edge or to brush up on modern con- 
struction details so that they can ad- 
vise customers. It is not to serve 
as a manual for novices, but to be 
used by persons who have a knowl- 
edge of carpentry and use of tools. 
One of the purposes of the handbook 
is to present sound construction prin- 
ciples that will serve as a guide to 
those who wish to have a house built 
for them or who wish to purchase one. 

Familiarity with the handbook will 
enable the dealer the better to advise 
the novice of building hardware, 
such as what kind of nails to buy 
for various parts of construction, and 
perhaps the quantity, and thus gain 
his good will. 

For Details Circle 228 on INQUIRY CARD 


HOW TO BUILD 20 BOATS, con- 
tains full plans and bills of mate- 
rials for sailboats, inboards, cruisers, 
auxiliaries, outboards, a dinghy, row- 
boat, canoe, duckboat, gunning skiff, 


Something Different and Easy fo Sell/ 


and houseboat, the contributions of 
several experienced naval architects. 
Photographs and written descriptions 
are included with plans for each boat. 
Price $2.00. 

For Details Circle 229 on INQUIRY CARD 


*“WHO’S WHO IN COMMERCE 
AND INDUSTRY” contains brief bi- 
ographies of 20,000 top business ex- 
ecutives the world over, and is key- 
indexed to over 6,000 leading firms. 
Sketches in book are brief biographi- 
cal style, and give vital statistics 
about the biographee, education, de- 
tails of his career, current positions, 
etc. Book is recommended to sales 
executives, ad men, investment bro- 
kers, insurance agents, personnel 
men, and other business executives 
who need to know personal facts 
about clients, prospects, and other ex- 
ecutives they meet in their day-to-day 
business dealings. — Marquis-Who’s 
Who, Inc. Price $20.00. 

For Details Circle 230 on INQUIRY CARD 


NARDA TRADE-IN BLUE BOOKS, 
published by National Appliance 
Trade-in Guide Company. The 1956 
edition of kitchen appliance and home 
laundry blue books are combined into 
one complete manual, selling for 
$7.50 per copy. The TV blue book is 
priced at $5.00 per copy. The two edi- 
tions can be purchased as a set for 
$10.00 per set. 

For Details Circle 231 on INQUIRY CARD 


FILM 





“REPETITIVE IMPACT TRAIN- 
ING,” 16mm loop film designed to 
give electric appliance salesmen sell- 
ing experience before they meet the 
public, has been prepared by the Sales 
Training Committee of the Edison 
Electric Institute. Film repeats story 
until the trainee grasps the situation. 
A second film lets the trainee assume 
the role of the salesman in the same 
situation. Like the first film, it too 
repeats itself until the trainee estab- 
lishes confidence in himself in closing 
the sale. Excellent as a training or 
refresher course for both new and 
old salesmen. 

For Details Circle 232 on INQUIRY CARD 


“INDIAN PAINT” is one of eight 
16 mm, sound color movies available 
from The Colorado Fuel and Iron 
Corporation. Film shows how iron ore 
was originally used by the Indians 
for war paint. All of the films de- 
scribe the process of steelmaking, and 
details manufacture of one or more 
steel specialty products. 

For Details Circle 233 on INQUIRY CARD 


SELLING KNACKS, a monthly 
pocket-size publication editorially 
slanted for sales people. Can be bought 
in bulk for sales personnel. 

For Details Circle 234 on INQUIRY CARD 





ARMSTRONG Glazing—Caulking—Sealing Compounds 


*33"’ 





PLASTIC 
GLAZING 
“ teustaone cour For Wood 


or Metal Sash 


“33” retains its life-giving oils, 
stays elastic and keeps the bond be- 
tween glass and sash permanently in- 
tact. It is not like ordinary glazing 
materials—it never loses its “‘life,”’ 
chip or crack, nor is the bond between 
sash and glass ever broken. ‘‘33’’ is 
highly efficient for patching nail holes 
and cracks before painting, setting 
plumbing fixtures, etc. 
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“O78 
CAULKING 
7 COMPOUND 


' Inexpensive 
Home Protection 


““Rely-on”’ is a sure and inex- 
pensive way to eliminate drafts, 
dirt, insects, rust, rot, unsightly 
holes and cracks inside and out- 
side. It adheres to practically any 
surface—wood, brick, glass, stone, 
tile, cement, masonry or plaster. 
Does not dry out or become rock- 
hard and will not crack, chip or 
crumble—stays permanently elas- 
tic. Packed in cartridges and in 
bulk. 


THE ARMSTRONG COMPANY 
1001 EAST 103rd STREET, CHICAGO 28, ILLINOIS 
OTHER PLANTS: Detroit ¢ Dallas « Richmond, Calif. ¢ Charlotte, N. C. 


For Details Circle 51 on INQUIRY CARD 


a KWIK-SEAL 


BATH TUB and 
, TILE SEALER 


Dries Fast with Smooth, 
Satin-White Finish 





Adheres to any surface: 
plaster, glass, tile, cement, wood, 
wallboard or metal. Compounded to 
withstand expansions and _ contrac- 
tions, dries quickly and takes paint 
beautifully, as soon as dry. Does not 
discolor adjacent materials, or chip, 
crack, or crumble with time. No un- 
pleasant odor, non-injurious to hands. 

Ideal for sealing around bath 
tubs, lavatories or kitchen sinks—for 
filling cracks and nail holes—for 
pointing joints in various types of 
plastic or metal tile. 





SEE YOUR JOBBER OR WRITE TO US 
DIRECT FOR ADDITIONAL INFO2MATION 
ON ARMSTRONG PRODUCTS 
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Royal International Corp., 

St. Petersburg, Florida 

OK, ship me special sample order FREIGHT 
PREPAID—one of each—total cost $134.90. 


Dealer 





Address City 


EASY TO SELL BECAUSE THEY ARE EASY TO OPERATE 


wee” For edging—around tree wells, shrubs, sidewalks. 


For trimming—gets up close to tree or object. 


simple hand adjustment 
changes blade posit 
This one \ for trimmit g 
simple hand Ve ¢ 
control , — 
regulates 
depth -of 


Cut 








RETAILS $19.95 
Not a toy. 
Weighs 20 !bs. 


Self-sharpening 
cutter blade LITTLE KING | LITTLE QUEEN | 


works forward 


or reverse. GAS—RETAILS $89.95 ELECTRIC—RETAILS $69.95 
Heavy rubber 




















Mii dihidel deidil Edger and Trimmer. Same as gas, but with 

ditetaas 2 HP engine. Ys HP 1750 RPM GE motor 
: Automatic rewind and overload switch. 

and governor. 


SPECIAL OFFER TO DEALERS 


We will ship you a sample order—1 of 
each model—and PREPAY FREIGHT. 


Total cost of all 3—$134.90 Quality Merchandise you'll be proud to sell 
ATTENTION DISTRIBUTORS 


We are opening territories now ROYAL INTERNATIONAL CORP. 
WRITE US... ST. PETERSBURG, FLORIDA 


For Details Circle 92 on INQUIRY CARD 
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BETTER DISPLAY 
SELLS MORE 


KLEIN P PLIERS 


gaan 





Successful hardware men know 
that the axiom of their business is 
“To sell more—display better.” 

Mathias Klein & Sons now 
offers the hardware trade a new, 
sturdy display that is a self-mer- 
chandiser. Supplied with two 
pairs each of the six most popu- 
lar pliers in the Klein line and 
with a supply of the popular 
Klein-Koat plier handles, this 
display will increase your sales, 
build profits for you. The display 
may be set on the counter or hung 
on the wall and is supplied free 
with an order for pliers and plier 
handles to stock it. 

Klein Pliers are the standard 
by which other pliers are judged. 
Be sure to have this Klein dis- 
play on your counter or wall to 
serve your good customers. See 
your Klein distributor. 


DISTRIBUTED THROUGH 
JOBBERS 
Foreign Distributor: Inter- 
national Standard Electric 

Corp., New York. 


"Since 1857” 


20 —F CK ROAD «+ CHICAGO 4 | 
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SCHEDULE OF CONVENTIONS AND SHOWS 


April 238- 
May 4 


May 6 


29-July 6 


SECOND EDITION BIF FAIR held in Olympia Hall, 
London and Birmingham, England. (British Industries 
Fair, Ltd., London, England.) 

CONVENTION AND TRADE SHOW OF LIQUEFIED 
PETROLEUM GAS ASSOCIATION at the Conrad Hil- 
ton Hotel, Chicago. (c/o Russell, Rapid-Thermo Gas Co., 
Des Moines, Iowa.) 


NATIONAL WINTER SPORTS SHOW held at the Hotel 
McAlpin, New York. (J. Andrew Squires, 23 E. 26th St., 
New York, N. Y.) 


11TH ANNUAL PACIFIC COAST BUILDERS HARD- 
WARE CONFERENCE OF NBHA & ASAHC, at Santa 
Barbara, Biltmore & Mirmar Hotels, Santa Barbara, Calif. 
(Robert L. Murch, Gen. Convention Chairman, 420 Market 
St., San Francisco, Calif.) 


7TH ANNUAL WESTERN VARIETY STORE MER- 
CHANDISE SHOW held at the Scottish Rite Auditorium, 
Van Ness at Sutter Sts., San Francisco. (Kay Leber, 
West. Merch. Exhibitors Assoc., 1355 Market St., San 
Francisco 3.) 


TOY AND WHEEL GOODS MARKET at the Western 
Merchandise Mart, 1355 Market St., San Francisco 3. 
(Cameron A. Ball, 1855 Market St., San Francisco.) 


THE 2ND ANNUAL NATIONAL TOY SHOW, in Pan 
Pacific Auditorium, Los Angeles, Calif. 


NATIONAL HOUSEWARES & HOME APPLIANCE 
SHOW, at Municipal Auditorum, Atlantic City, N. J. 
(National Housewares Association, 1140 Merchandise 
Mart, Chicago, III.) 


WESTERN HOME GOODS MARKET (Summer Mar- 
ket), at Western Merchandise Mart, San Francisco, Calif. 
(A. Cameron Ball, Western Merchandise Mart, 1355 
Market St., San Francisco, Calif.) 


CALIFORNIA GIFT SHOW, Merchandise Mart, Biltmore 
& Alexandria Hotels, Brack Shops, Los Angeles. (George 
L. Pascoe, Trade Shows, Ltd., 672 So. Lafayette Park 
Place, Los Angeles 57.) 


GIFT, CHINA, GLASS, STATIONERY & HOUSE- 
WARES SHOW, held at the Western Merch. Mart; Civic 
Audit.; Sheraton Palace, St. Francis & Sir Francis Drake 
Hotels, San Francisco. (Kay Leber, West. Merch. Exhibi- 


tors Assoc., 1355 Market St., San Francisco 3.) 
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seb the “DO-IT-YOURSELF” 


MARKET .. . Boost 
Your Tool Sales .. . with 


afDLRObs | 


STEEL BAR 
ASSORTMENT 


ROUNDS @ 
7 SIZES 


%” to %” Diam 
36” Long 


WUE 


FLATS 
3 SIZES 
%" to 1%" Wide by 6” 
36” Long 


ANGLES _| | 


36”, 48”, 60” Lengths 
All ¥e" x 144" x 1%" 


Display Stand 
FRE E For a small outlay, you 


with STANDARD _geta complete assortment 
ASSORTMENT steel bars—to meet the 


needs of practically any cus- | 


tomer. Sell them in standard 
lengths. No cutting to size . . . no wasted ends to eat into 
profits. Attractive, wooden display stand sells REDI-RODS. 
Has hundreds of uses on farms and around homes, fac- 
tories, auto repair shops, maintenance shops, etc. Here's 
an item with quick turnover, minimum inventory, and 
plenty of customer appeal. 
rust-resistant finish. Nationally advertised! 


MADE BY THE 
MAKERS OF REDI-BOLT 
THREADED STEEL RODS 


Ask your jobber or write for more information. 


REDI-BOLT, INC. 


DEPT. HW,5334 INDIANAPOLIS BLVD. 
EAST CHICAGO, INDIANA 


Please send me catalog sheet on new REDI-RODS. 
Name 
Company 
Address 
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HOWARD [i 


OVER HALF A CENTURY OF QUALITY 


@ SAFE-T-STEPS 


Steps flush with front of rail assure greater 
safety, longer life, and reduce breakage in 
handling and shipment. 

@ STEEL SAFETY SHELFLOCK SPREADER 
Additional safety to all shelflock ladders. 


@ MORTISED BACK BARS 


A Howard “extra” that means longer ladder 
life. 


@ FLUSH TOP 


Streamlines appearance, protects ladder in 
shipping and handling. 


HOWARD has led the field 
for over half a century in 
improved ladder design and 
quality construction! 


[ HOWARD 


HOWARD MANUFACTURING CO., KENT, WASH. 
HOWARD MANUFACTURING CO., of CALIFORNIA 


2428 E. Séth St., Los Angeles 58 
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are more dealers selling more 


FLETCHER PRODUCTS? 


Each year FLETCHER products are sold in greater volume and 
by more dealers. Satisfied users is the prime reason for this con- 
tinual growth. Unless the user is satisfied FLETCHER is not satis- 
fied and that type of policy cannot fail. FLETCHER products are 
bought and sold with absolute confidence. 


"GOLD TIP" GLASS CUTTERS 

For more than half a century 
FLETCHER has supplied the 
world with the finest quality glass 
cutters. Not just a single type of 
cutter but one for every kind of 
glass. For your own use and for 
resale specify FLETCHER. Your 
jobber has them. 


“QUICK CHANGE” WOOD SCRAPERS 
If you have not investigated the 
FLETCHER Wood Scrapers by 
all means do so before placing 
your next stock order. Note how 
they are different in a better way. 
A combination of wood and metal 
builds a sturdy tool. Of particular 
importance is the “quick change” 
feature of the blade-holding clamp 
appreciated by all users. Be sure 
to stock replacement blades. They 
bring customers back to your 
store. 
PUTTY KNIVES 
Professional glaziers in- 
sist on putty knives with- 
out bolsters and that is 


Eckles 
Names 
Sales 
Manager 


John G. 
O’ Donnell 


Harley Eckles, president Eckles 
Ironcraft Co., Portland, Oregon, has 
announced the appointment of John 
G. O’Donnell as sales manager of the 
firm. The company manufactures 
fireplace screens and accessories. 

Mr. O’Donnell was formerly with 
Weisfield’s, Inc., Seattle, jewelry and 
housewares retailer, for 15 years as 
sales manager for the house-to-house 
division, which covered Oregon, Wash- 
ington and Northern California. 


New 
Manager 
of S.F. 
Sales 
Office 


J. Robert gl 
Mont- 
gomery 


J. Robert Montgomery has been 
appointed manager of the San Fran- 
cisco sales office of the Coleman Com- 
pany, Inc., Wichita, Kan. He suc- 
ceeds Lawrence G. Ingram who has 
accepted a special assignment with 
the manufacturer’s Outing Products 
Division. 

Mr. Montgomery joined Coleman in 
1947 and three years later was named 


the type furnished by FLETCHER. There regional manager for heating equip- 
is a choice of two complete lines in two price ment sales in the Great Lakes area. 
brackets. Each is excellent in quality of per- 
formance and wear. Linoleum knives, crack 
and roofing knives and other specials are of 
course included. 


FOR USE IN YOUR STORE TO INCREASE PROFITS 
The Fletcher Automatic Glass Cutting Machine 


Thousands of FLETCHER Automatic Glass 
Cutting Machines are in daily use. Thousands 
more will be sold as sales are continually in- 
creasing. Glass, if sold like any other commod- 
ity, is profitable. If your store is equipped with 
a FLETCHER machine anyone of your clerks 
can handle glass sales. It is well worth investi- 
gating. 


THE FLETCHER-TERRY CO. 


810 SOUTH STREET 


Spooner Joins Colson 


John M. Spooner has been named 
sales promotion and advertising man- 
ager for The Colson Corporation, 
Elyria, Ohio. Mr. Spooner formerly 
was Western district manager for 
Acme Quality Paints, Inc. He was 
with Acme for ten years and before 
becoming a district manager was as- 
sistant manager of the company’s 
chemical division. 


Carlisle Names Gillan Sales 


Gillan Sales Company with head- 
quarters in San Francisco has been 
appointed sales representatives for 
the Carlisle Manufacturing Company 


FORESTVILLE, CONN. for the three Pacific Coast States. 
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7 Sele 1 eoeELr! 


AT 
Paks’ 


Each unit 


Model +#K-107 
leant FAUCETS. 
Packed dig 
unter " 
Sat Retail, e0..----- $1.25 





© NO SPLASH! * BEAUTIFUL CHROME FINISH! 
* SAVES SOAP, HEAT, WATER ® WILL NOT SLIP OFF! 
, * GIVES FAUCETS A “NEW LOOK” 
WRIGHTWay . 


Chicago 28, Ill. 
perry S PATENTS Mfr's. of AERATING — 











SKATES 


¥v PRODUCT-WISE 
4 PRICE-WISE 


¥ PACKAGE-WISE 
Ne od 3.) oh 


See your Globe-Union representative or write 


GioBe-UNion INC. 


MILWAUKEE 1, WIS. 


Shipping Points — 
Milwaukee, Wis. ® Denville, N. J. © Los Angeles, Calif. 
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#™ more and more dealers are saying 


4 “Let’s handle 


- GRIFFIN’ 


NEW VISIPAKS 
Self-selling 
protected, carded 


HARDWARE 


“The dependable line of hinges to 
handle” . . . that’s the trade’s way of 
saying “We like to sell Griffin prod- 
ucts.” Order from our full line of 
wrought steel butts — plus a com- 
plete line of shelf hardware—in the 
selections you know your customers 
want. 


A full line & 
of wrought steel RI FFI 
TTS 
ches “since 1899” 
MANUFACTURING CO. ERIE, PA. 
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NEWLY DEVELOPED EVANS 


CHALK line 


More features‘ 
than any other 
Chalk Line made! 


¢ Built-in Plumb Bob tip for 
easy one-man work. 

* Slide action brake separate from 
rewind handle. Automatically 
unlocks on rewind. 

¢ Sturdy die-cast aluminum case 
practically indestructible. 

e Easy to fill. 44 turn screw opening 
— won't come loose accidentally. 

¢ Hook ring for one-man chalking 
and plumbing. 

¢ Rewind handle folds flush. 

¢ Unconditionally guaranteed. 

* Available with 50-ft. and 100-ft. lines. 


STOCK EVANS 
CHALK CARTRIDGES 
Spill-proof refills 


Perfect for use in any Chalk 
Line. Retail 10¢ each—one full 
ounce and Evans Replacement 
Lines—wound on reusable 
plastic reel. 

50 ft. 25¢ retail. 


6, 8, 10, 12-ft. TAPES 
Stand Up Straight for One-Man Measurements 


FAMOUS EVANS 
DOUBLE MARKINGS 


Work in feet and inches? | | |! | | Lj! | 141 
Read Here |] 1 
Work in inches? |3 | 


Read Here Helitilits 2 4 idl? 


war RULE CO. 


400 Trumbull Street - Elizabeth, N. J. 
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Recognizing the importance of the 
Sacramento area as a growing trade 
center, the M. Seller Company, pio- 
neer West Coast Housewares, Gift 
and Toy wholesaler, announced the 
opening of its.showroom at 2004 Cap- 
itol Avenue, Sacramento, California. 

A special Program featuring fac- 
tory demonstrations marked the offi- 
cial opening on ‘Sunday, March 4. The 
entire day was devoted to an open 
house for merchants in and about the 
Sacramento area. 

The M. Seller Company, with offices 
in San Francisco, Portland, Seattle 
and Spokane, dates back to 1859. In 
the past two years, the M. Seller Com- 
pany has expanded its toy line to 
make it one of the most complete on 
the West Coast. Their new Toy Cata- 
logue distributed to dealers listed 
nearly 3,000 items. 

Rod Adams, a veteran of 27 years 
with M. Seller Company. has been 
named manaver of the Sacramento 
office and will be in charge of the 
sales force in this area. Rill Tice and 
Louis Alpert will assist Mr. Adams in 
serving the Sacramento area while 
Bill Vorheis will cover Reno and Fred 
Happold, Chico. 


American 
Steel 

Wool 
Names 

N. W. Rep. 


D.C. 
Taylor 


American Steel Wool Manufactur- 
ing Co., Inc. of Long Island City, New 
York has recently appointed D. C. 
“Deb” Taylor as its sales representa- 
tive in the states of Oregon and Wash- 
ington. Mr. Taylor, who was born and 
reared in a hardware store, worked 
for thirteen years with Marshall-Wells 
Co., Portland, with 28 months out dur- 
ing World War II with the U. S. 
Navy. He started his own agency two 
years ago specializing in cleaning 
equipment and supplies. 





EXCEPTIONAL BUYS! 


‘a limited number 
of fireplace furnishings due ° 
year-end unbalanced inventory. 


its. a Vo 4 
Polished Brass $ 


Frame Firescreen 
with Black Mesh aly 


SPECIAL / 


Polished Brass 
Woodbasket 


14 
These are but two of the limited offerings 
available . . . including ensembles, curtain 
screens, folding screens, andirons, firesets, 
accessories. 
ALL PRICED for PROMOTIONAL OFFERINGS! 
Write for complete information. . . 





4865 San Fernando Rd. West, Los Angeles 39, Calif. 
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WATERFEEDER 

Model 954. Applicator for cart- 
ridge type fertilizers. Attaches 
easily to faucet or hose. Use any 

J ; watering device. Fertilize while 
you water. $1.99. 

| WATERSPIKE 

Amazing model 553 

—2 way watering de- 

vice. Waters over- 

head or flip valve for 

sub-surface irri- 


gation directly to 
roots. $4.90 ea. 





SQUARESPRAY 


Famous model 433. 

It gets the 

corners. Hookup in tandem or use to 
, fertilize while you water. $2.95. 


 WATERFEED 


\) | Water soluble 

( cartridge type 

fertilizer. 2 for- 

mulas, 15-5-5 

and 15-40-10. No 

lawn burn, Box 

of 20 cartridges 
$1.00. 


PROEN 
PRODUCTS CO. 


9th & GRAYSON + BERKELEY 10+ CALIFORNIA 


POeEN 
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Patented, flexible Monel 
Metal Poppet can’t leak... 
can’t stick, Sensitive in opera- 
tion. For cold or hot water or steam. 
200 Ibs. pressure. One-piece brass shell. Seven sizes. 


Write today for Bulletin 1002. 


Order from 


STRATAFLO PRODUCTS, INC. 
your Jobber 


FORT WAYNE 1, INDIANA 
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| PIONEER MANUFACTURING COMPANY 
3131 San Fernando Rd., Los Angeles 65, Calif. 


Branch Offices: Oakland, Dallas, Denver, Salt Loke, Phoenix, Jackson 
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"NO-COMEBACK” TOOLS fifa J// sisted 


Screwdriver 


MEAN 
“COMEBACK” 
CUSTOMERS! 


For 36 years, XCELITE deal- 
ers have been enjoying a 
good business because the 
customers return—not the 
tools! That's because 
there's craftsmanship in 
XCELITE screwdrivers 
and nut drivers — BIG 
plastic handles— 
chrome Vanadium 
blades — precision 

tips. It makes good 
business sense to 

sell the best — 

write for our cat- 

alog, prices and 

sales - proven 

displays. 


Stubby 
Combination- 
Detachable 


XCELITE, INCORPORATED 


Dept. Z 
Orchard Park, N. Y. 
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EDGEMASTER 


#! Fine Grass .....$2.75 
Weight, 24 Ibs. 


#2 Reg. Grass 
Weight, 2! Ibs. 


#3 Coarse Grass.. 
Weight, 3'/, Ibs. 
Self Sharpening 


Platform 13" x 27". Full 
floating axles. Wheels 5" 
dia. Tread |". All weided 
joints. Idie wheel to pre- 
vent marring floor and 
moving rugs under the 
front of piattorm. 
Finished in red and green. 
Shipped KD. Weight !0 Ibs. 
$7.50 


Plate washers boxed @ 25¢ 

Size, Thickness, No. to a box. 
Bolt Hole .030 -060 
1/4" 5/16" 250 150 
5/16 3/8 200 100 
3/8 7/16 150 75 
7/16 1/2 100 60 
1/2 7/16 75 40 
7/16 5/8 50 30 
Box 2"x2"x4" 25 Boxes to carton. 25 Ibs. 

Assorted sizes to carton if desired. 


COCHRAN 
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TWO QUALITY LEADERS every store needs 


The Original Crystal Clear Plastic Spar—natural finish 
a or semi-gloss. Beautifies and protects inside and out- 
side 

Perfected REDWOOD FINISH—Now fortified with addition 
of SRO-101 for greater durability. Also made in clear and 
colored. 

These Redwood Finishes are best by test. Contains no Rosin. 
Made exclusively of heat treated oils. 


Buy direct and save on our complete line of 
Quality Paints, Enamels and Supplies 


Security Royal Dutch Paint Mfg. Co. 


1621 No. Indiana St., Los Angeles 63 Phone ANgeles 1-0358 
"*Royal in Quality—Dutch in Price'’ 
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Meu Storm and Screen 
DOOR HARDWARE 


one é cS) writes on 
PUSH-PULL LATCH i Weel 


i} Wy . 
Guoranteed quality. Fast appli- 5 | } everything 


cation. Easy latching spring strike. 


DOOR CLOSERS 





Fcc 1 a 


marking pencil 








Makes a clear, 
bold mark 

on any surface. 
Glass ! 

Metal ! 


Plastic! 
NO. 80 DOOR CLOSER AND CHAIN PROTECTOR 
with chain hold up spring. Self lubricated and guaranteed for 10 years. 


Www) ADJUSTABLE 


oe DOOR SPRING 


Quick, simple, positive adjustment. Just turn end in REFILLS IN 
or owt. 6 COLORS 
IDEAL HINGES . />y % 
om fF | o.4% TES || Red + Yellow 
Plated or Stainless Steel or id . 22 ed + Yellow 
Solid Brass. Available with Bive + Brown 
Bronze Oilite Bearings. and brand New 


write for description, | FLEX-IT DOOR STOP 


price ond delivery on these 3 - 
: —_ r. 
and other hardware: items. Prevents injury or damage will act mar dee 


Rubber tipped spring-steel stop screws into 














seporate base. 


loa | IDEAL BRASS WORKS, INC. 


holesal write 
250 EAST Sth STREET © ST. PAUL 1, MINN. pact apace gic te! BOO 
LISTO PENCIL CORPORATION. ALAMEDA, CALIFORNIA 
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a. MARSHALLTOWN 


(MARSHALLTOWN) (MARSHALLTOWN) 
J 


e MARSHALLTOWN, IOWA 


A CLEAR, STRONG 

PROTECTIVE COATING 

SEALS OUT ACRA-SEAL* 7 | ror 
TCI CRTC PLASTIC a ne i alien 


POPULAR MECHANICS 


. screws . 
and leading nuts . 


For all wood, metal, 


glass, paper, plastic // fl FARM MAGAZINES 3 Ox. Can 30¢ list 
12 OZ. CAN $1.95 LIST or rubber surfaces asic coast to coast! (12 to Display carton) 


12 to cose Radiator Specialty Co. 4 sR OVER 10 MILLION ADS Radiator Specialty Co. 
Charlotte, N. C. 4 6 moath! Charlotte, N. C. 
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New Toy and Wheel Goods 
Market Set for S.F. 


A week-long market has_ been 
scheduled to take place Sunday, May 
20, through May 25 at the Western 
Merchandise Mart, San Francisco. It 
is being sponsored jointly by the Mart 
and an association of ninth floor ex- 
hibitors who are known as the West- 
ern Toy, Juvenile and Wheel Goods 
Association. 

The officers of the group are: presi- 
dent—Jack Jackson of J. Jackson 
Sales Co.; vice president—Joe Ham- 
mond, Homewood Distributing Co.; 
secretary-treasurer—S. K. W. Von 
Stetten, Von Stetten Associates. 
Board of directors include: W. Side- 
bottom, W. Sidebottom Co.; Otto H. 
Erlach, Erlach-Lee Co.; and Ken 
Stedman, Murray Ohio Mfg. Co. The 
executive show committee consists of 
Mr. Jackson and Mr. Joe Hammond, 
representing the Toy Industry; Rus- 
sell M. Johnston, manufacturers’ 
agent, representing the Juvenile 
Goods Industry; and Robert L. Jen- 
sen, factory representative, who will 
represent the Wheel Goods Industry. 


Promotions for Youngstown 


Youngstown Kitchens has announced 
that J. L. Williams, formerly an ac- 
count executive with Westinghouse 
Pittsburgh office has been named to 
the newly created position of sales 
promotion manager. 

At the same time D. A. Packard 
has been named the new manager of 
shows and exhibits replacing W. J. 
Schmidt who has joined a Western 
distributor. 

J. R. Carl has been promoted to 
regional manager for Oregon and 
Washington. 


JOINS TOY REPRESENTATIVE 


o 





TOY BUYERS IN NORTHERN 
CALIFORNIA will see a lot of Ted 
Hurwood (right), who joined Jackson 
Sales Company, toy manufacturers’ 
representative firm, located in the 
Western Merchandise Mart, San 
Francisco. Jack Jackson (left) is ex- 
plaining the catalog of one of firm’s 
lines. 
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here’s the secret of 


ASSURED UNIFORMITY 


for Greenlee 22 





They’re milled on automatic machines 





“How can you get such uni- 
formity in your GREENLEE 22 solid- 
center auger bits?’’ we've often 
been asked. 

It’s understandable why this 
question comes up because with 
the old-time, standard method of 
making auger bits, so much hand 
work was involved that close uni- 
formity in most details was im- 
possible. 

For some time now, GREENLEE 
has been making solid-center auger 
bits on a battery of huge automatic 
machines . . . specially designed and 
built at the Greenvee plant to do 
this job alone. This operation was 
adopted solely to bring about as- 
sured uniformity so that all bits are 
the same . . . an important feature 
you and your customers have al- 
ways needed! 


All cutting parts, point, throat, 
and twist of these Greenies 22 
solid-center auger bits are automati- 
cally processed. You always get 
bits with true cutting edges, perfect 
squares, accurately hobbed screw 
points, and cold-formed shanks that 
never vary. 

All this adds up to a new concept 
of auger bit uniformity . . . a decided 
selling ‘‘plus’’ for you. Here's 
reason again why it pays you well 
to stock and sell the products of 
GREENLEE... your highly depend- 
able source of fine hand tools. 

Write today for full details on 
the milled Green ee 22 solid-center 
auger bits with assured uniformity. 


PTTIV] ENLEE 


GREENLEE TOOL CO., 1784 HERBERT AVE., ROCKFORD, ILL., U.S.A. 
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IN MEMORIAM 


JAMES A. BILLINGS 
































James A. Billings, 81, a charter 
member of the Central States Hard- 
ware Club, and club’s treasurer for 
the past ten years, died suddenly 
February 10. Mr. Billings was an 
honorary member of both the Credit 
Mens and Purchasing Agents Associa- 
tions, and prior to his retirement in 
1949 he was treasurer and purchasing 
agent for The Payson Manufactur- 
ing Company, Chicago. 
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Top-quality tool-steel 
chisel set, retailing at 
only $1.39—typical of 
Fuller's profit-building 
Hardware Week spe- 
cials that you can 
always get from your 
They're self- 
selling, quick selling, 
priced and pack- 
aged for impulse 
buying! Sloss and 
Brittain has it. 
Order today! 


[ FULLER ] TOOL COMPANY, INC. 


= 3522 \ Webster rani yore New 


rges! prod 
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J. H. MACKENZIE 


James H. MacKenzie, 75, owner of 
May Hardware Company at Portland, 
and the Bend Hardware Company, 
Bend, Oregon, died unexpectedly on 
February 28, a victim of a_ heart 
attack. 

Born at Carver, Ore., Mr. Mac- 
Kenzie was a lifelong resident of the 
Portland area. He went into the hard- 
ware business as a young man in the 
old Honeyman Hardware Company 
until 1908, he then joined May Hard- 
ware Company as manager. In 1912 
he acquired controlling interest in the 
company. In 1951 he acquired the 
Bend Hardware Company. 

He is survived by his wife, Julia; 
a son, J. H., Jr., and one grandchild. 


Your Jobber has 
FULLER money- making 
specials like this. | 


Ask your jobber's salesman about 
other FULLER SPECIALS 


+ 


(ola aes 


eakabile a 





GODFREY RUEGER, SR. 






Godfrey Rueger, Sr., 81, manufac- 
turers’ representative, San Marino, 
Calif., died February 14. He started 
his business career as an independent 
hardware dealer in Benicia, Calif. 
Prior to and following the San Fran- 
cisco fire he was affiliated with the 
old Pacific Hardware and Steel Com- 
pany in San Francisco. His responsi- 
bilities with that company began in 
San Francisco, but took him subse- 
quently to Portland and Seattle, re- 
spectively. Later he became active 
for a period of time with Dunham, 
Carrigan & Hayden, San Francisco 
wholesaler. 

In 1921 he located in Southern 
California to take over the active 
management and shortly thereafter, 
ownership, of the Western sals or- 
ganization known today as Rueger 
Company. Mr. Rueger remained ac- 
tive in that capacity until his retire- 
ment in the early forties, at which 
time he was succeeded by his son, 
Godfrey (Jeff) Rueger, Jr. 

During his lifetime. Mr. Rueger 
qualified as a 50-year Mason and was 
prominent in social and club life in 
Southern California. 

Survivors include his widow, Zoe 
Durner: a son, Godfrey Rueger. Jr., 
and a daughter. Mrs. Robert G. Free- 
man, and four grandchildren. 


ETHELBERT ALLEN MOORE 


Ethelbert Allen Moore, 91, retired 
president and chairman of the board 
of The Stanley Works, died February 
13 at his winter home in Ormond 
Beach, Florida. 

Mr. Moore, who joined the firm in 
1889 as clerk, was named president 
in 1918. He was elected chairman of 
the board in 1923, and held that post 
along with the presidency when he 
retired in 1929. 


FRANK J. DAMON 


Frank J. Damon, 87, former chair- 
man of the board of Union Hardware 
Company, died in a hospital in Tor- 
rington, Conn., February 17. Mr. 
Damon joined the firm in 1898 as a 
salesman, was elected president in 
1928, and became chairman of the 
board in 1941, a position he held un- 
til 1954. 
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JAY JONES 





Jay Jones, 68, sales representative 
in the Western Merchandise Mart, 
San Francisco, for Allied Western 
Distributors, Inc., died, following a 
heart attack, February 16. 

Mr. Jones, who joined Allied West- 
ern in 1953, was formerly with Baker 
& Hamilton, San Francisco wholesal- 
ing firm, as bay area sales manager. 
He had worked with the firm for more 
than 25 years prior to his retirement 
in the ealy part of 1953. 





WILLARD R. VOORHEES 


ae 





Willard R. Voorhees, 79, died De- 
cember 29, following a long illness. 
Mr. Voorhees, who had completed 
over 61 years in the hardware busi- 
ness, was the founder of the W. R. 
Voorhees Company, a manufacturers 
representatives firm which was started 
in San Francisco in 1921, and with 
which he was connected at the time 
of his death. 

Mr. Voorhees prior to entering the 
representatives business had been 


with Russell and Erwin for 25 years, 
first in the East and then in 1904 
came to San Francisco to represent 
firm in the Western states. 

His son W. R. Voorhees, Jr., will 
continue to operate the company. 


CHARLES E. KING 


Charles E. King, 74, who was a 
manufacturers’ representative of 
hardware lines in Los Angeles for 
many years before retiring and mov- 
ing to Grants Pass, Oregon, then to 
northern California, died in a Placer- 
ville hospital February 13, 1956. He 
was a pioneer member of the Los 
Angeles Pot & Kettle Club. In his 
early years he was a salesman for the 
Union Hardware & Metal Company, 
later becoming sales manager for 
them several years before entering 
the manufacturers’ representative 
field. 

He is survived by his widow, Mrs. 
Rae King. 


Continued on page 78 





BOTH OF YOU WILL LIKE | 
y BOLTS 


AND 











El Camino Brand—1-900 
SISAL TWINE | 


@ ALL CELLOPHANE WRAPPED 

@ TENSIL STRENGTH OF 57 
POUNDS 

@ NOT OILED — ABSOLUTELY 
STAINLESS 

@ ALL PURPOSE TWINE — 1001 
USES FOR HOME, GARDEN & 
INDUSTRY 

@ SMOOTH—PLIABLE. KIND TO 
YOUR HANDS 

@ MIGHTY MIDGET OF THE 
SISAL FAMILY 


—PUT UPS— 

| 1 LB. BALLS: Approx. 100 Ib. bales. 10 balls per package. 10 

packages per bale. 

V2 LB. BALLS: Approx. 100 Ib. bales. 12 balls per package. 18 
packages per bale. 


1/3 LB. BALLS: A; 
pockages per baie. 





Both you and your customers will be pleased with the 
exceptional package and the quality product. 

First because Lewis bolts and nuts are precision built, 
threaded to spinning fit, work better—look better— 
are better. 

Second because the tough colorful carton quickly 
identifies the size and type and “comes up clean and 
bright’ even under rough treatment. 

Handling and selling the Lewis line is a pleasure. Ask 
us for details. 


x. 100 Ib. bales. 12 balls per package. 25 
Place your orders now. 

Win sales, profits and friends. 
WAREHOUSES—Sepuiveda, Calif. — New Orleans, La. 
For further information send for price and catalogue sheets. 
We solicit inquiries on all types of sisal twines. 

For quality and price—write 








A PRODUCT OF 


MISSION CORDAGE CO. 
8928 Sepulveda Bivd., Sepulveda, Cal. 


} BOLT & NUT CO. 
504 Malcolm Ave. S.E. 


MINNEAPOLIS, MINNESOTA 
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sell faster 
because they / 
sell themselves! 


i sie tne. 


GRIES E-Z seif-screw 
UTILITY HOOKS 


SCHEV 


UTILITY HOOKS ‘2 


The handy one-piece utility hook that 
needs no screws, no tools! Sells on 
sight from two-hook display card. Ball 
point protects towels and clothes. 

Br ght plated finish 


Also packaged ‘4 gross or 1 gross 


to box for shelf stock: nickel or 
brass finish. 


GRIES E-Z one-piece 
CUP HOOKS 





ILA LLG 





One-piece 
t cannot get loose. 
end finished. 


| Popular 7/,"' 


construction means shoulders 


Attractively designed 


size, 6 on a card. In bright 
colors: yellow, red, blue, green, pink, black, 
nickel, brass or white. Also, 6 sizes, '/2" 
through 1'/,"', packaged | gross to box. 
JOBBERS: write for samples and catalog 
pages, prices on GRC's full line of fast 


E ie selling hardware items. 


ie DEALERS: see your 


ix y > vraag ote e. 
GRIES REPRODUCER CORP. 


ke World's foremost producer of small die castings 
re ' 132 Beechwood Ave., New Rochelle, N. Y 
[, Phone: NEw Rochelle 3-8600 
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IN MEMORIAM 


Continued from page 77 
H. B. WILSON 








H. B. Wilson, 78, general sales man- 
ager of Mathias Klein & Sons, died 
at his home, Kenilworth, IIl., 
ary 16. Mr. 
Wimbledon, England, joined Mathias 
Klein & Sons in 1915. 
his life he was very active in serving 
the hardware industry and was past 


Febru- 
Wilson who was born in | 


Throughout | 


president of the American Hardware | 


Manufacturers Association. 

He is survived by two 
Margaret Humphreys and Harry B. 
Wilson. 


GEORGE WILLIAM LINDER 


George William Linder, 
erated the Linder Hardware Com- 
pany, Tulare, Calif., for over 
century, died at his home in Tulare 


75, who op- 


half a | 


children, | 





New see-‘n-sell tubes pull glide sales. 


NEW! 


self-service 
display pack 


asks for sales 


| 


January 17. Mr. Linder was very ac- | 


tive in civic and industry affairs, and 
at one time was president of the Cali- 
fornia Retail Hardware Association. 

He is survived by his widow, Mrs. 
Julia Linder, and a son, David Linder 





OREN H. RUTH 


Oren H. Ruth, 61. former partner 
in the Ivanhoe Hardware Company, 
Woodlake, Calif.. died February 6, in 
the University of California Los An- 
geles Medical Center, following an 
illness of about three months. 

He is survived by his widow and 
two daughters. Mrs. Yvonne Keck of 
Woodlake, and Mrs. Frances Butts of 
Torrance, Calif. 


Bicycle Industry Meet 


N. Russell Clarke, president of the 
Westfield Manufacturing Company, 
Westfield, Mass., was elected presi- 
dent of the Bicycle Institute of Amer- 
ica, at the 38th annual convention 
held recently at Boca Raton, Florida. 

Ernest A. Moller, Carlisle, Pa., 
was re-elected first vice president. 
Other officers elected were: second 
vice president — Frank A. Wolford, 
Kansas City, Mo.; secretary—Horace 
M. Huffman, Jr., Dayton, Ohio. Fred 


A. Baker and John Auerbach will | 


continue in their respective jobs, 
treasurer and executive secretary. 


Here’s your chance for 
an extra sale to every cus- 
tomer that walks into 
your store. 

Spot these powerful 
new Bassick glide displays 
in high traffic areas. Folks 
will see them, pick up the 
new see-’n-sell tubes, and 
look at Bassick’s broad, 
flat steel bases and soft 
rubber cushions. 





Next thing you know, 
you're ringing up a sale for several sets 
at 49¢ and 59¢ apiece. Business like that 
can add up—especially with the average 
home having use for 18 sets of glides. 


Get your order in! 

Call your wholesaler today, and make 
sure you get your share of this high vol- 
ume business. The %” diameter glides 
retail at 49¢, the 134” size at 59¢ a set. 
Ten sets to a display box. THE BASSICK 


COMPANY, Bridge- 
port 2, Conn. In Can- 
ada: Belleville, Ont. 


Bassick 


A DIVISION OF 








MP~NG MORE KINDS AF CASTERS. 
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Pano 
GARDEN BELLS 


gia 
gc Bane 
x pony 
“ peautitully 
+ Display Packaged 










shoe racket 
polished 


BIG SPRING SALES 
BIG SUMMER SALES 
YEAR ’ROUND GIFT SALES 


There is something irresistible about a 
BIG polished brass bell! And this Bell 
is a beauty that folks just won't be able 
to leave behind. 

Bells are individually packed, fully 
assembled with bracket attached in at- 
tractive display cartons. Show it and 


you'll SELL it! 


EVIN BROS. 
MANUFACTURING COMPANY 
East Hampton, Connecticut 


Sales Representatives: 
John H. Graham & Co. Inc. 
105 Duane St., New York 8, N. Y. 








aaa J 
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When a cookie duster 


won’t do the job... 
reach for an APB! Designed for 
all heavy duty work, APB 
brooms make a clean sweep of 
streets, yards, tennis courts, 
warehouses, dirt, rock and grav- 
el areas. They are ideal for farm 
and park maintenance, com- 
mercial and industrial build- 
ings. There’s an APB broom 
supplier near you. 


COMPANY 
lit =\ 114 FERN STREET 


SAN FRANCISCO, CALIF. * ORdway 3-8891 
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Fills 
New 
Sales 
Post 


Philip E. 
McDonald 





Philip E. McDonald has been named 
to the newly created position of vice 
president in charge of sales of The 
Brearley Company, Rockford, Illinois. 
Mr. McDonald, who has been with the 
firm since 1946, is also a director of 
the company. 


Black Leaf Names Hoskins 


The Diamond Black Leaf Company, 
Cleveland, Ohio, has named James H. 
Hoskins in the San Francisco area, 
working out of the company’s San 
Jose, California, sales office. He will 
assist retailers in furthering the sale 
of Black Leaf brand pesticides to 
homeowners and gardeners. He was 
formerly manager of pet food de- 
partment of Standard Brands, Inc., 
and also formerly associated with 
Germain’s, Inc., San Jose and Lock- 
hart Seed Company, San Jose. 


Moto-Mower Names No. Pacific 


The Moto-Mower Division of De- 
troit Harvester Co. has appointed the 
North Pacific Supply Co. of Portland, 
Oregon, as distributor for the re- 
designed and improved 1956 line of 
12 Moto-Mower rotary and reel-type 
power lawn mowers. The Portland 
distributor will handle mowers 
throughout Oregon. Just last Septem- 
ber, they moved into their appliance 
and radio-television warehouse at 
2950 N. W. 29th Avenue. 


Yale Names Goldenson 


L. W. Goldenson, a veteran of more 
than 10 years experience in sales, 
service and engineering of materials 
handling equipment, has been named 
manager of the San Francisco Sales 
and Service Branch of Yale Materials 
Handling Division, The Yale & Towne 
Manufacturing Company. The Branch 
is temporarily located at 563 Second 
Street, San Francisco, pending com- 
pletion of plans for a move to more 
spacious quarters. 


Paint Association 
To Meet in Los Angeles 

The National Paint, Varnish and 
Lacquer Association, Inc., has an- 
nounced that they will hold their 69th 
Annual Convention at Los Angeles, 


November 12-14. Headquarters will 
be at the Hotel Statler with social 
events at the Ambassador and Bilt- 


more hotels. 





You'll cart away a “load” of 
profits when you stock, display [| —~ 
and sell these Victor products 
because top quality and consis- 
tent advertising have made it 
the line more consumers — your 
customers — demand! 

Special Flexible or Flexible — Perfect 
for the householder because they're 
the best all-around blades...econom- 
ical, too. 

“Moly”® High Speed Steel—For those 
who want long metal-cutting life in 
an economy blade. Outlasts standard 
high speed steel blades 10 to 1! 














ae ay 
These Victor Hacksaw Frames 

Are Priced Right for your Trade — 
New Victor No. 10 with green Ten- 
ite handle and No. 15 with red 
Tenite handle for either 10-inch or 
12-inch blades, yet are built around 
a solid, one-piece steel backbone, 
the most rigid construction ever 
devised. New under-the-handle 
lever-lock makes blade changing 
easy and automatically puts correct 
tension on every blade. 


Victor No. 20 Frame is the long-time 
mechanics’ favorite. Adjustable for 
10-inch and 12-inch blades. Extra- 
leverage tension lock. 


Increase Blade Sales 
By Featuring “Molyflex’’© 
Display Card No. 166 


Three-color easel card 
holds ten 10” “Moly- & 
flex” blades, assorted 
18- and 24-tooth. 
There’s four times the 
dollar profit for you in 
every sale—more than 
four times the cutting 
efficiency for your 
customers. 


oo ee 





G on ee 


. cogs ai 4 
Special Flexible Assortment No. 45 
Attractive 2-color card carries an all-purpose 
3-blade assortment of 10” Special Flexible 
blades. A best seller for years. 


Sold Only Through Recognized Distributors 


FREE 


VICTOR... 


VICTOR SAW WORKS 
MIDDLETOWN, N. Y., U.S. A. 


Makers of Hand and Power Hacksaw Blades, 
Frames, and Metal and Wood Cutting 
Band Saw Blades of every type and size. 
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Ask your Victor Distributor for 
a supply of NEW Metal Cut- 
ting Booklets and Wall Charts. 





INDEX TO ADVERTISERS 


0 (This index is published as a convenience and not as a = of the advertising contract. Every 
0 care is taken to index correctly and no allowance will be made for errors or failure to insert) 


K 
Note: Figures in parenthesis () refer 


Kircher-Katcher Manufacturing Co. 
to Inquiry Card Number which can be Mathias Klein & Sons .... 
Knape & Vogt Mfg. Co. 


circled on inquiry card on page 66 Krylon Ine. 
| when desiring further information 
at N 0 EX TRA hikye about advertisement. 
Universal Products 


A Landers, Frary & Clark, Dazey Division .. 

Aluminum Goods Mfg. Co. ...... Third Cover Lewis Bolt & Nut Co. 
American Chain & Cable Co., Libbey-Owens-Ford Glass Co. 

American Chain Div. Listo Pencil Corp. 
The American Pad & Textile Co. 
American Push Broom Co. 
American Steel & Wire Co. 
The Armstrong Co. Sainte Marshalltown Trowel Co. .............-655 
Arrow Fastener Corp. Metal Ware Corp. 
Atlantic Industrial Corp. . 58 Robert E. Miller & Co., Inc .... 
Mission Cordage Co. 
Morck Brush Division 
Mouli Manufacturing Co. 








Landers, Frary & Clark, 


The Bassick Co. 
Bethlehem Pacific Coast Steel Corp. ....... 3 N 
Bevins Bros Manufacturing Co., i 

John H. Graham & Co., Inc. r National Screw & Mfg. Co. of Calif. 
Bishop-Conklin Co. 


The Boonton Molding Co. 0 


Ox Fibre Brush Co., Inc 


Camillus Cutlery Co. 
Campbell Chain Co. 


Chico Air Cooler Distributors .. ci pete c 
Chicopee Mills Inc. ioneer Manufacturing Co. 


Cleveland Mills Co. Proen Products Co. 
Wm. K. Cochran 
The Colorado Fuel & Iron Corp., 


Western Div. Radiator Specialty Co. 


pray . ee The Colorado Fuel & Iron Corp., Red Devil Tools (2) 


: ; : Western Div. .. Front Cover Redi-Bolt Incorporated 
=ee em aa Columbian Cutlery Co. ey Resinite Sales Corp. 


Corning Glass Works ‘ 
. . in answer to public demand . . . the Royal International Corp. 


NEW KRYLON GIANT CAN—the big- a Crescent Tool Co. - Russell, Burdsall & Ward Bolt & Nut Co... 
gest can of spray enamel on the market : 

(16.20z.). . . the greatest value ever 
offered your customer . . . replacing the Z s 

12-oz. can, now discontinued. PRICE : K. H. Davis Wire & Cable Corp. Security Royal Dutch Paint Mfg. Co. 


REMAINS THE SAME, $1.69 list. What i i 
a value... seles-bulider . . . profit- : Henry Disston Div., H. K. Porter Co. Inc. .. tices tule Co, 


maker! Order today! (Krylon 6-oz. line Draper-Maynard Co. vee cee 56 South Bend Toy Manutactestns Co. 
remains the same, 98c list) 17 colors. Southern Screw Co. 


CRYSTAL-CLEAR | cote oe oo - 


Yes, Krylon Crystal-Clear also in the : The Eclipse Lawn Mower Co. ..... Star Expansion Fasteners 
oa ey a. Cin sos MORE - Emco Porcelain Enamel Co. Inc. Strataflo Products Inc. 

Crystal-Ciear at NO EXTRA’ COST! 4 Evans Rale Co. 
(6-02. size 98c list). The Everedy Co. 





E. A. Thompson Co., Inc 
Tubbs Cordage Co. 


PLUS these NEW PROFIT ponte hepa ky 
Fuller Tool Co. 
ABLE QUICK-TURN United States Steel Corp., Subsidiaries 


SPRAY PRODUCTS | American Steel & Wire Co. ..........- 2, 25 


y i " Div. 2 
Zine Chromate METAL PRIMER General Metalware Oia ey United States Steel Products, nso iv be 
Spray provides excellent bond for General Paint Corp United States Steel Corp., Cyclone Fence 
bare metal surfaces. Spec. MIL-P- Geyer Manufacturing Co. Utica Drop Forge & Tool Corp. 
-A, Ty : Aviation supply ri 
2P 20405. Giant can, Globe-Union Inc. 

7 ; John H. Graham & Co. Inc. . 79, Back Cover 
Krylew-Heughten RUST VETO Great Neck Saw Manufacturers Inc. ...... 26 ‘ 
Spray protects metal surfaces 4 Victor Saw Works 
against corrosion . . . resists oxida- Greenlee Tool Co. 75 
——_- Gries Reproducer Corp. vib. wages am 
STENCIL INK Sprays for stencil- Griffin Manufacturing Co. 71 
ling, morien, cosies, etc. <2 he J. H. Williams & Co, 
Te Wilshire Mfx. Co 


HIDE-a-MARK cover cost mak i ialti 
conteiners re wsabe cconem- Hayes Spray Gun Co. wie og ag Co. e/o Keystone meet 
fist ries rapidly. Giant can, $1.69 Howard Manufacturing Co. see eg 

The Wood Shovel & Tool Co. 
ORDER FROM YOUR JOBBER Worcester Lawn Mower Div., Savage Arms 
OR WRITE 1 Corp. 


KRYLON, Inc., Norristown, Pa, Ideal Brass Works Inc. 





KRYLON—THE BRAND WITH THE DEMAND J 
William Johnson Inc. ............2eeee00: 81 Xcelite Incorporated 
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YOU SEE THEM 
Eucrywhere! 
of ee 
HIGHER QUALITY kc CC for QUALITS LOWER COST 





COLUMBIAN 


Cutlery Company * READING, PA. 
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YET STILL LOWER IN PRICE 
JOHNSON BRICK AND POINTING TROWELS 


SIZES 


No. 180—10"'-10'/2"" No 183-—5'"-5'/2'"-6"" 


These trowels are made from the finest bright 
polished spring tempered steel. The polished 
bronze shank is silver brazed securely to the blade. 
Guaranteed not to tear loose from blade. Trowels 
dipped in wax to prevent rusting, and inserted into 
envelopes to prevent scratching. Bricks packed half 
dozen in box; Pointers packed one dozen in box. 


Order Now! For Early Delivery! 








GUARANTEED @ SINCE 1830 


WILLIAM JOHNSON INC. 


BRENNER AND KENT STREETS — NEWARK 3, N 








Get Ready For 
SELF-SERVICE 


To get the full advantage out of a self-service type of 
operation, layouts, fixtures, and special departmental 
arrangements are necessary. 

OUR STORE IMPROVEMENT KIT. . . 

will help you to achieve the kind of set-up you want 
when you change over to self-service. 


It contains a large graph sheet and scaled modules, rep- 
resenting table and wall fixtures, along with many ideas 
and complete instructions for effecting changes in store 
layout, full modernization or step-by-step improvements. 
“en may procure this valuable kit for one dollar 
($1. . 

Just circle the Inquiry Number (Appearing below this 
ad) on one of the Reader Service Cards between pages 
66 and 67 and you will receive the kit and invoice 
promptly. 


HARDWARE WORLD SERVICE BUREAU 














Self-Compacting 
GRASS CATCHER 


SO NEW—SO EFFICIENT — 
IT SELLS ON SIGHT! 


Grass cuttings are automatically thrown back from front of 
catcher. Saves stooping; Eliminates danger to fingers; Permits 
greater catcher capacity. 
FOR EXTRA PROFITS 
Stock and display them prominently. 
Every home owner a prospect. 


Coancner (K) KATCHER ) Manufacturing Company 


956 San Jose-Alviso Rd. © San Jose, Calif. —— 


(PATENTEO) 














For Details Circle 87 on INQUIRY CARD 


For Details Circle 86 on INQUIRY CARD 





*$}004 4@A@5) 


YUsIM SyIZO4d D4ayxe yo NOA 


@4NSSO Of Pasayo aio spip Bul 
-|J9S puo Bursijseapo joucijON 
S3SN JIL NW 


HSINId_ 1N480109 
NOISN3L ONIUdS JAISNTIXG 


ALING¥ENG GIZLNVEVNS 
-sDW OYy4 Ul jSOMOeN @ 


SIONITII ‘ST1¥V4 WOON 
30V18 SNINIdUVHS-313S 
OVINL FUL didS 3UNS 

*J8]/2S 480q D 41 ayOW 

©} Saunyoes ayy soy 
sews, puo 42e6pg 
AsDjoy S,42A85D "48% 


‘09 INIMALOVINNWW Y3A39 


S$@2j1d 105 @ 
pejas Secs 
79 19pow 


? 
< 


spie Buijjas 
0 


pue Zuisjeaape e 
sa3ed Zojeje9 e 


18)84 S6b$ 0139 19POW 


eja1 SEES $39 [epow 


ui9d3 ») 
AUWLOU 


MAIN JHL HLIM 
$114O0Ud VWULx3 


For Details Circle 70 on INQUIRY CARD 


APRIL 1956 





FOR SALES 
Producing Hardware, Steel and 
Industrial Catalogs 
Call 
Western Catalog Service 

(Established in 1942) 
Catalog compilation and production 
letterpress or offset processes. Tam 
C. Gibbs, Publisher, 2010 Center 


Street, Berkeley 3, Calif. Phone— 
AShberry 3-2321 





INTERIOR DECORATION 
HOME STUDY 


Announcing new home study course 
in Interior Decoration. For profes- 
sional or personal use. Fine field for 
men and women. Practical basic train- 
ing. Approved supervised method. 
Low tuition. Easy payments. Free 
booklet. Chicago School of Interior 
Decoration, 835 Diversey Parkway, 
Dept. 5514, Chicago 14. 





SALESMEN WANTED 


Due to expansion have openings for 
experienced full-line Wholesale Hard- 
ware Salesmen in the Sacramento and 
San Joaquin Valley territories. Base 
pay, commissions, and maximum ex- 
pense. If you are planning to move to 
California and want to become as- 
sociated with a progressive whole- 
saler, write giving experience, quali- 
fication, age to Dom A. Civitello, The 
Thomson-Diggs Company, 1801 Sec- 
ond Street, Sacramento, California. 


FOR SALE 

Hardware Store, well established, 
most major lines, grossing over $100,- 
000.00 annually. Located in one of the 
very best counties in entire state of 





Announcements in this section are inserted at the rate of ten 
cents per word, including address or box number, with a minimum 
charge of $2.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 





wonderful Colorado. Near gas, oil and 
uranium, fine fishing, hunting, plenty 
of big game. Due to retirement, this 
store definitely priced to sell. Infor- 
mation and free pictures gladly 
mailed, no obligation whatsoever on 
your part. C-5009 Continental, 804 
Grand, Kansas City, Missouri. 
HARDWARE STORE 

On account of health, owner wishes 
to sell this modern store in choice 
community. No obsolete merchandise. 
Excellent lease. Wonderful opportu- 
nity for man and wife operation. Fix- 
tures $4,000.00 plus inventory at cost, 
approximately $10,000.00 J. D. 
Hardware, 2618 East Fort Lowell 
Road, Tucson, Arizona. 





HARDW ARE—SUPPLY 
Propane Bottled Gas Service, 700 cus- 
tomers, completely equipped, block- 
brick building, 3500 ft., plus ware- 
house, one 5-room, one 6-room house, 
2 trucks, present sales $10,000.00 
month, steadily increasing, main busi- 
ness section Akron, Ohio; parking; 
with property. Apple Company, Bro- 
kers, Cleveland 15, Ohio. 





MANUFACTURERS’ REPRESEN- 

TATIVE WANTED 
To represent nationally known, well 
established line of home workshop 
power tools Washington, Oregon, 
Montana, Idaho now open. Must be 
well established with hardware job- 
bers and retailers. State lines handled, 
experience, and territory covered. Ad- 
dress Box A-880, care HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco, Calif. 





WANTED 


Representative who has following in 
Northern California. Can offer na- 
tional lines electrical tape, cords, 
switch and outlet boxes, building wire, 
conduit fittings, no objection to other 
lines. The Curry Company, 736-18th 
Avenue, San Francisco, Calif. 

Salt Lake Hardware 

Names Young as Buyer 

J. Tye Young, Jr., veteran employe 
of the Crane Valve and Machinery 
Co., has been named by the Salt Lake 
Hardware Co., Salt Lake City, as 
head of the plumbing and heating de- 
partments. 

Appointment by this Intermountain 
distributing firm was announced late 
in February by Howard W. Price, 
vice president and general manager 
of the firm. He will act as both man- 
ager and buyer of the departments. 

Mr. Young was with Crane for 26 
years, and served successively as 
manager of the firm’s Ogden and Salt 
Lake branches. 





Housewares Club President 
Visits Coast 


Arthur H. Love, sales manager 
Howard Dustless Duster Div., La 
Pointe Electronics Inc., Rockville, 
Conn., and president of the National 
Federation of Housewares Clubs, vis- 
ited the Pacific Coast the first part 
of February. He announced that the 
organization was planning to develop 
programs for color standardization 
and promotional ideas to help the 
housewares industry as a whole. 























DOMES or SILENCE 
RUBBER CUSHION FURNITURE GLIDES 


NEW DISPLAY BOX 


Contains 1 Dozen Cards of 
either 5", %" or 1" Domes 


PROMPT SHIPMENT 


Ask your jobber. If he is not supplied, write 
ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


CONTAINER 
AND 

CARDS IN 

3 COLORS 
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HARDWARE WORLD 











POLISHED ALUMINUM 
Two popular sizes! 


8-cup, $13.95 
4-cup, $ 1 0.50 


Each with cord. Fed. Tax incl 


GOLD-TONE ALUMILITE 
A stopper display item! 


8-cup, $14.95 


Guy from your MIRRO Gobbler! 


ALUMINUM GOODS MANUFACTURING CO., MANITOWOC, WIS. Sor merely fe 
Fifth Avenue Bidg., New York 10 Merchandise Mart, Chicago 54 S25 soveanace oP 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 


For Details Circle 90 on INQUIRY CARD 








SASH CORD 


A quality cord priced fo sell in volume. Con- 
nected 50 ft and 100 ft hanks individually 
packaged in polyethylene bags. 1200 ft. und 
2400 ft. coils packaged in dispensing display 
carton. 


BIG BALL 
TWINE ASSORTMENT 


This is one of many King Cotton Assortments. 
Gives you a wide variety of twine with no. 
inventory problem. Balls are 25¢ sellers 


CHALK LINE 


Top quality, display packaged. Mason's Line, 
Layout Line, Furring-Out Line, Tile-Setting, 
etc. A staple, year round seller 


BRAIDED coro 


nth 
iaasow * it 


BRAIDED MASON'S LINE 
A good all year ‘round seller. Extra strong, 
non-kinking, non-raveling. Mason's Lina, Chatk 
Line, Awning Cord, etc 
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NYLON MASON'’S LINE 


100% NYLON, twisted or braided. Excellent 
for Mason's Line, Chalk Line, Plumb Line, 
Pull Cord, Drapery Cord 100 ft. spools in 
display box. Many other put-ups 


CLOTHESLINE 


The best grade that's priced to sell in volume 
Connected hanks individually packaged in 
polyethylene bags. 
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CLOTHES DRYER CORD 


A cord especially designed for replacement 
use on clothes dryers. Three 50 ft. connected 
hanks make flexible sale unit 


DRAPERY CORD and 
VENETIAN BLIND CORD 
Ideal put-up for the home replacement market 
Handy coils, cellophane wrapped, display 

packaged, all standard colors 


SNAP-SACKS 


These SNAP-SACKS are made from heavy 
gauge polyethylene with an elastic ‘‘Help 
Yourself'’ top. Mason's Line, Butcher's Twine, 
Chalk Line, Wrapping Twine, Jute, India. 


Be sure to send for 
our complete catalog. 





CORDAGE® 


JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET, NEW YORK 8, N.Y. 
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